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“Under the old system our employees were 
often kept busy at nightin balancing pass books 
and getting out statements. Now with your 
system, all our statements are proved and 
ready for delivery on the last day of each 
month.”’ 

EK. A. VAN HORNE, 


Assistant Cashier. 
AMERICAN NATIONAL BANK. 
Sr. JoserpH, Mo. 


FTER a thorough investigation of the requirements for 
perfect results from mechanical accounting, the officers of 
the American National Bank selected ‘‘Kalamazoo’’ Loose 

Leaf Equipment for use with their bookkeeping machines. The 
increased economy, speed and accuracy in the bookkeeping 
department of this bank are considered by its officers, due in a 
large measure to the Kalamazoo Loose Leaf Equipment. 

The personal service rendered by the Kalamazoo Loose Leaf 
Binder Company previous to, at the time of, and after the installa- 
tion has been a big factor in the success of mechanical accounting 
in the American National Bank. This same service can be 
secured by you, without obligation on your part. Our account- 
ing Advisory Department will be pleased to confer with you 
regarding the possibilities and practicability of mechanical 
accounting applied to your bookkeeping department. 


Write Us Topay 


Kalamazoo Loose Leaf Binder Company 


KALAMAZOO, MICHIGAN 
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Products 


Vertical Filing Systems 
Card Record Systems 
Card Ledger Systems 
Filing System Supplies 
Record Filing Safes 
Fire-Wall Steel Cabinets 
“Y and E” Wood Cabinets 
Efficiency Desks 

Machine Accounting Trays 
Blueprirt Files 

Steel Shelving 

Shannon Arch Files 

Vault Trucks 











ERE is a desk 

that fits as nat- 
urally into a banker’s business 
as cages and vaults, notes and 
loans. 


—because it is built by experts who know 
the needs of every man in the bank, who 
understands banking systems and bank 
procedure—who for years have been cooperating 
with banks in making bank systemsrun smoothly. 


For every bank executive and employee whose 
time is worth saving and whose records are worth 
keeping well, there is an Efficiency Desk. 


Ask us to specify the model that will best suit 
you and have one of our system service men plan 
that desk for your own particular work. 

Full Information on Request 


‘YAWMAN anv FRBE MFG.(0. 


Makers of “Y and E”’ Filing Equipment and System Supplies 


97 St. Paul Street ROCHESTER, NEW YORK 
Telephone 





One Store or Representative in Every City 
In Canada: The Office Specialty Mfg. Co., Ltd., Newmarket, Oni. 
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COMMERCIAL 
BANKS 


CHICAGO 


COMMERCIAL BANKING, FOREIGN AND DOMESTIC. SAVINGS. PER- 
SONAL TRUSTS. CORPORATE TRUSTS AND CORPORATE AGENCIES. 
SAFE DEPOSIT. SAFEKEEPING FOREIGN AND DOMESTIC SECURITIES. 
INVESTMENT SECURITIES. FINANCING GOVERNMENT ISSUES. 
FINANCING INDUSTRIES, MUNICIPALITIES, RAILROADS, UTILITIES. 


Continental and Commercial National Bank of Chicago 


Continental and Commercial Trust and Savings Bank 
CHICAGO, U. S. A. 
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“Roads of 
Remembrance” 


T is the suggestion of the American 

Forestry Association, made the day 
following the signing of the armistice, that 
trees be planted in honor of America’s 
soldiers and sailors, both as memorials 
to the dead and as tributes of appreciation 
to the living for their offer of service. 


The Memorial Tree planting idea strikes 
a patriotic chord which should receive 
the support of the Bankers of America. 
For it is but the beginning of a great for- 
ward-sweeping desire and determination 
on the part of the people of America to 
see their cities and parks and local, as 
well as transcontinental, highways beauti- 
fied with handsome trees and their forest 
resources enriched through a deepening 
and broadening of conservation methods 
and reforestation. 


In connection with the movement, there 
is a plan proposed which would provide 
for a county unit system placing memorial 
tablets to the men who gave their lives 
for their country, the tablets to be placed 
on the county courthouse or on memorial 
highways extending from county to 
county, preferably at the points where 
these roads enter adjoining counties. 


Cities large and small throughout the 
nation are showing their approval of 
“‘Tribute Trees.” In our parks and 
along our highways they will serve as a 
living tribute to American heroism. They 
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will mark our ‘‘Roads of Remembrance. 
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Stricken Europe=Her Financing 


An Analysis of the European Exchange and Credit 
Situationand What America Can Do to Improve it 


NE of the most seri- 

ous problems the war 
has left behind for solution 
is the problem of interna- 
tional credits and foreign 
exchange. So long as 
foreign governments sup- 
ported their money all 
went well. Exchange 
rates, though by no means 
normal, were not prohibi- 
tive. The “pegs removed 
and the law of supply 
and demand again becom- 
ing operative, havoc 
results. 

The best financial brains 
of the world are at work 
trying to devise means to 
restore conditions ap- 
proaching normal so that 
international business 
may soon resume its cus- 
tomary gait. 

Is it the duty of our 


government, foreign gov- PHOTOS COPYRIGHT, UNDERWOOD & UNDERWOOD 
Main Entrance to the Bank of France, Paris 


ernments, or of our own 





credit problems in terms 
applicable to a debtor 
nation. The shift of mind 
that is now taking place 
to thinking in terms of a 
creditor nation is found 
to be no easy task. 

For this reason | am 
going to review the situ- 
ation as it exists today 
and suggest some of the 
remedies that may be ap- 
plied in order to restore 
normality, my excuse be- 
ing that the need is urgent 
if we would properly and 
profitably fulfill our part 
in the world’s financial 
adjustment that destiny 
seems to have laid out 
for us. 

| feel, however, some 
delicacy in entering into 
a discussion of so purely 
a banking matter, not 
being a banker myself, or 
rather | did entertain feel- 


bankers to protect the value of By RICHARD HOADLEY TINGLEY _ ingsof this kind till quite recently. 


the money units of the countries 

whose currencies are depreciated in terms of our 
dollars, to the end that our customers in these 
lands be not penalized in buying goods from us who 
have so many things they want and which we want 
to sell them? 

The complications that have come about by the 
shifting of this country, in a brief period, from a 
debtor to a creditor position having more money owing 
it than can ever be repaid in terms of payment with 
which we have heretofore been familiar, and in the 
mal-allocation of gold which nobody seems to want 
yet to which each nation clings with remarkable 
tenacity, have produced a condition which demands 
treatment of the most extraordinary character. 

The United States is amply able to fill the new posi- 
tion in which she finds herself except for the fact that 
its novelty has found us unprepared in knowledge of 
just the right way to go about it. 

For generations our bankers and economists have 
been engaged, chiefly, in domestic financing and in 
studying and solving our international money and 


My change of sentiment came 
about in this way. A short time ago I visited my 
home town, one of the largest and most prosperous 
commercial and industrial cities of New England. 
Dropping in at one of the big progressive national 
banks I encountered an old school friend, an officer 
of the bank, who had been with that institution for 
twenty or twenty-five years. He told me he was at 
the head of the foreign exchange department, whereat 
I pricked up my ears and invited him to lunch, hoping 
to gain some practical knowledge of the inner workings 
of exchange and of foreign credits generally from the 
viewpoint of one who lived in it, my own knowledge 
being largely theoretical, the result of reading and 
study. Imagine my chagrin when | discovered that 
my banking friend knew nothing whatever regarding 
either practical or theoretical finance or exchange. 
He hadn't the remotest idea why sterling or francs 
rose or fell or what made dollars at a premium or a 
discount in foreignlands. Had I wanted to buy pounds 
or francs from his bank with my dollars, he could have 
sold them to me in a perfectly approved fashion and 
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according tothe quotations received 
regularly at the bank. But I didn't 
want to buy any foreign money, 
though the pleasant hour we spent 
together at lunch (not discussing 
banking matters after he had 
frankly admitted his ignorance) 
has given me confidence in writing 
on financial matters. There may 
be other bank officials in the same 
position. 

Ever since 1876, with the excep- 
tion of three years, 1888, 1889, and 
1893, the trade balance of the 
United States in its commercial 





dealings with the outside world has 
been on the “favorable” side; in 
other words, we were exporting 
goods, every year, to a greater 
value than those imported. For 
several years prior to the war this 
balance had amounted, annually, 
to about a half a billion dollars. 
It was, however, usually absorbed 
by counter charges, in interest on 
our borrowings from Europe, in 
freights on merchandise carried in 
alien bottoms (because we had 
none of our own), in insurance 
charges and in moneys spent by 
American tourists, so that an 
approach at an equilibrium was 
usually maintained. Exchange 
rates seldom showed abnormal ten- 
dencies except for brief periods 
because the supply of bills on 
Europe in the United States and 
the supply of bills on America in 
Europe was, usually, not far out of 
joint with the demand for any con- 
siderable period of time. 


But war intervened and knocked 
all this well-oiled and smoothly run- 
ning machinery into a cocked hat. 

This situation is best illustrated 
by reference to the graph on page 
8 which shows the money value 
of our exports and imports, and the 
“favorable” balances each year. 

By the year ending June 30, 
1915, this balance had jumped to 
something more than a billion 
dollars; more than doubling the 
years previous; by 1916, to more 
than two billion dollars; by 1917, 
to more than three and a half bil- 
lions. Dropping 
back to a little 
less than three 
billion dollars in 
1918, the first 
eleven months 
of the year end- 
ing June 30, 
1919, namely, 
July-May inclu- 
sive, shows a 
balance of three 
and a halfbillion 
dollars. Should 
this rate con- 
tinue to the close 
of the fiscal year, 
the “favorable” trade balance will 
reach the phenomenal figure of three 
billion eight hundred million dol- 
lars! In other words, war has 
increased the trade balance in 
“favor of the United States some- 
thing like 700 per cent! 

The outside world, then, owes us 
three or four billion dollars each 
year that it cannot pay in goods 
and cannot conveniently pay in 
gold. This condition has brought 
about a demand for dollars in 
Europe far in excess of the demand 
for pounds and francs and lire in 
this country, resulting in premium 
dollars abroad and the money of the 
belligerent countries of Europe at a 
discount in this country. 

For every dollar's worth of goods 
now bought by England in this 
country, (I am speaking in terms of 
exchange rates of the middle of 
July, 1919), the purchasers thereof, 
in addition to the inflated prices 
now applying on every commodity, 
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must pay an_ additional price, 
amounting to about 12 percent, in 
order to obtain dollars with which 
to make settlement; in France the 
premium today amounts to approxi- 
mately 30 per cent; in Italy to 60 
per cent! 

In addition to this, Europe owes 
debts to this country amounting to 
nearly ten billion dollars, the annual 
interest on which will come to 
between four hundred and five 
hundred million dollars. 

Now what does the other side of 
the ledger show? Nothing worth 
mentioning that will cut any par- 
ticular figure as an offset. The 
money we formerly owed to Europe 
in the form of stocks and bonds of 
our enterprises has long ago been 
paid, or so nearly paid that the 
remaining balance affords no con- 
siderable relief. The money we 
formerly owed Europe every year 
for freights on our merchandise 
carried in her ships will now be 
greatly reduced for we have a 
merchant marine of our own capa- 
ble of handling the greater portion 
of our shipments. The money 
spent by our tourists in Europe will 
be but a fraction of what it was 
before the war until Europe has 
cleared its decks and made ready 
to receive us again. 

The international money situa- 
tion is, as | see it, approaching the 
impossible. There is no element of 
reciprocity entering in; it is all one 
way—our way—and, pleasing and 
flattering thought this be to us, it 
is a condition that cannot continue 
without bankruptcy resulting. We, 
on this side of the Atlantic, are 
altogether too prosperous in com- 
parison with our stricken European 
neighbors. 

Sir George Paish is one of Eng- 
land's leading economists. He 
regards the general international 
financial outlook with great pessi- 
mism. He fears a collapse of 
European credit. Indeed, he con- 
siders this not only possible but 
imminent, and thinks America 
stands to lose just as much as any 
other country by such a collapse. 
Consequently, he considers it 
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necessary for America tolend Europe 
the fullest financial assistance. 

Sir George thinks, regarding the 
present crisis in exchange, that it is 
best to leave it alone, at least that 
it is best for Great Britain to leave 
it alone, to take care of itself, for 
each drop in the rate puts his 
country in a more advantageous 
position as an exporter. His theory 
is that, sooner or later, America 
will recognize that its commerce 
will be hurt by a high dollar ex- 
change, for Europe will be able to 
buy less under these conditions. 

At the time of the last crisis in 
exchange the war was on and it was 
absolutely necessary for England 
and France to buy goods from us, 
no matter what the price. There- 
fore, these governments stepped in 
and “pegged’’ exchange by the 
opening of enormous credits in this 
country and by the shipment of 
much gold. This action stabilized 
exchange with these countries and 
kept it within reasonable bounds 
although always in our “favor.” 

Now all is different. It is no 
longer absolutely necessary that 
Europe should buy our goods. 
Although the necessity is great, 
Europe feels that it should now wait 
for America to make the first move; 
to make it easy for Europe to buy 
the goods from her that she has in 
such abundance and wants to sell 
and which Europe still needs, 
though not with the compelling 
urgency of wartimes. The state of 
exchange now existing, too, tends 
to stimulate European exports to 
this country—a thing so badly 
needed in order to correct the enor- 
mous “favorable” trade balance 
now existing with us. 

The more Europe can curtail her 
imports to this country and increase 
her exports, the more nearly will 
exchange between us and Europe 
approach par. But there are other 
factors that must be recognized and 
rectified before a near parity can be 
reached. 

In other words, Sir George thinks 
and all of the former belligerents 
of Europe on the Entente side 
think, that it is “up to” the United 


States to “do something” to help 
them out of the financial hole in 
which they find themselves, not 
only for their good, but for our own 
good as well. 

Sir George hints at bankruptcy 
with a view to conveying to us the 
impression that it is not for our 
best interests to have a bankrupt 
customer on our hands, and that, 
as soon as we fully realize the truth 
of the situation, we will turn to and 
‘do something” to protect ourselves 
—and them. 

It has been claimed by bankers 
and economists , 
of France and 
England that the 
United States 
should be pen- 
alized for its 
tardiness in en- 
tering the war; 
that, had we 
come earlier into 
the conflict, the 
end would have 
been sooner 
reached with 
consequent sav- 
ing of money and 
lives. France 
and England 
say that the amount of this penali- 
zation should be the exact amount 
owed us by them and the other 
European countries in war loans. 
In other words, that we should 
cancel the ten billion dollar debt 
now existing. 

There may be some valid reason 
for this contention. It may be 
that it was our duty to enter the 
war sooner than we did. It is 
certain that we have prospered 
prodigiously by the misfortunes of 
others and that we can afford to 
wipe the slate and start over again. 
But if we do, will such action bring 
the full and immediate relief 
required? Will it produce any new 
credits? (and it is new credits that 
are required); will it help Europe 
to import enough more goods to us 
so that the “favorable” balance 
now in evidence will not be quite 
so absurd and impossible? Will it 
go any great way: towards raising 
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the value of pounds and francs on 
this side, and towards reducing the 
value of dollars ‘over there?” 
The forgiving of one’s debtor of 
his debts is something new in inter- 
national transactions. It is a propo- 
sition, too, with which the business 
world is not very familiar. The 
war debt of this country is some- 
thing like twenty-three or twenty- 
four billion dollars. Against this 
stands, as an offset, the debt of 
Europe to us of approximately ten 
billion dollars. We are now being 


taxed to pay the interest to our- 
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selves on this debt and we are 
not suffering seriously by the opera- 
tion. It is doubtful if you or I 
would ever feel the difference if this 
entire debt were to be “forgiven.” 

Shall we say that we on this side 
of the world are, as a whole, agree- 
able to the cancellation of this debt, 
or of any considerable portion of it? 
Would it be “good business” to be 
“forgiving?” 

In the first place, the principal 
amount of this debt never can be 
paid when due. Of this we must all 
be convinced. In the end it must 
be funded, in one way or another, 
into a long term obligation to stand, 
very likely, for fifty years or more. 


Relieved of the obligation of 
annual interest payment thereon, 
however, the effect on rates of 
exchange between ourselves and 
the countries that now owe us this 
money, should be immediate and 
marked. Five hundred million 
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dollars a year eliminated from the 
debit side of the ledger will help to 
mitigate some of the sting of the 
enormous “‘favorable’” trade bal- 
ance that we have seen. 

But this will not be enough, nor 
is it certain that our country, as a 
whole, will fall in with the *forgive- 
ness’ idea and consider it even 
‘good business”’ to cancel the debt. 
Other means may have to be found; 
further new credits may have_to be 
brought into being, and why not let 
Germany, herself, furnish the means 
to that end? 

The following suggestion comes 
from or through Mr. Arthur Rich- 
mond Marsh, editor of Economic 
World. 

Germany owes the Entente Allies 
a vast sum of money in indemnities 
and reparation payments. The 
amount has not yet been fixed upon. 
The proposal is that Germany issue 
to the Entite Allies her reparation 
bonds—serial bonds, maturing all 
along up to, say, 50 or 60 years. 
The amount might be, say, fifty 
or sixty billion dollars or whatever 
amount she could pay in the speci- 
fied time—these bonds to be allo- 
cated to the different European 
nations in accordance with their 
just claims. The collection of inter- 
est and principal thereon would be 
the subject of an agreement be- 
tween the Entente Powers in which 
the United States should be apart— 
the United States, however, to 
have no claim upon Germany for 
any of the reparation bonds. 

Such portion of these debentures 
as may be necessary, tak- 
ing into account what 
might be termed the mar- 
ket price thereof, would 
be endorsed or guaranteed 
by the owing government 
and turned over to the 
United States in payment 
of their war borrowings 
here, or of interest thereon, 
or for creating a liquid 
credit against our *‘favor- 
able’ trade balance. 
Unquestionably the pres- 
ence of such credits here 
would soon restore 
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exchange to a state of near 
normality. 

There is little question, too, but 
such bonds, so guaranteed, would 
find the widest market in this 
country and elsewhere. They would 
serve, also, as collateral for what- 
ever further loans England, France 
or Italy might find it necessary to 
make in this country. It is a busi- 
ness transaction, pure and simple, 
in which each participating party 
is benefited. 

Having gone through the for- 
mality of receiving the bonds or of 
cancelling the existing European 
debt, the interest of our govern- 
ment in the matter should, it seems 
to me, cease. The distribution of 
the bonds is a banking matter, 
best handled through banks and 
investment banking houses indeed, 
this is the view of the Federal 


Reserve Board. 
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There is another form of credit 
which will not only make our foreign 
business easier to obtain, but will 
actually create new foreign markets 
for the nation’s goods, and materi- 
ally ease the foreign exchange situa- 
tion. This is long term credit in 
the shape of foreign loans—invest- 
ments in foreign enterprises. Obvi- 
ously, commercial banks cannot use 
their credit facilities directly for 
foreign investments for long periods. 
They may give collateral assist- 
ance, however, in the enterprises. 

Mr. James H. Carter, vice-presi- 
dent of the National City Bank of 
New York, in a recent article in 
Youroveta Review, puts the matter 
forward substantially as follows: 

Suppose that it is an electric 
light, or power plant, or an electric 
railway. Under the Webb law a 
group of competing or non-compet- 
ing producers of, say, electrical 
machinery, builders’ supplies, glass, 
structural steel, rails, cars, cement, 
coal and numerous other _inci- 
dentals, can investigate, with the 
help of a financing company, and 
incorporate the foreign enterprise 
either under foreign laws or under 
an American Federal law now pro- 
posed for foreignenterprises. Either 
by sale of the foreign securities 
direct to investors here with the 
guarantee of the manufacturing 
group, or by the substitution of the 
securities of the manufacturers 
themselves, or bya combination by 
which the manufacturers will them- 
selves hold securities for control, 
they create a foreign enterprise, sell 
their products to it, and 
have it as a continuing 
source of profit. 

In the July 1 issue of 
the Federal Reserve Bulle- 
tin, the board says: “The 
view of the board is that 
the matter of providing 
long term advances for 
Europe presents an_ in- 
vestment rather than a 
banking problem; that 
the necessary funds must, 
therefore, come from the 
investment market. * * * 
“Methods for making 
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bank as 
itis? Because 
it was that 
way before. Most of the ideas of 
the men now in the banking busi- 
ness originated centuries ago and 
have been inherited almost without 
change of feature. The banking 
business has married into its own 
family until all the progeny looks 
alike. It exhibits the weaknesses 
of its own exclusiveness and lacks 
the vitality that comes from cross- 
fertilization. 

One of the most illuminating of 
many fine philosophical discoveries 
that Ralph Waldo Emerson wrote 
for a habit-stricken world is his 
pronouncement that “Men are the 
prisoners of their own ideas.” 

Bankers in general are jailed 
men—mentally jailed by their own 
choice and design. The bronze 
grills on the windows and the cold 
metal doors at the street are physi- 
cally significant. They are the 
machinery that says to the public— 
“Keep out!” but they are a far 
more insidious symbol to the work- 
ers on the inside, because they say 
—"‘Keep in, don't move, be quiet, 
change nothing. ° 

I have a measure of admiration 
for a burglar who breaks into a 
bank. I condemn his action, but I 


They Must Get It Out of Their Heads that Selling 
Bank Service Differs from Selling any Merchandise 


By GEORGE E. LEES 


commend his originality. Most 
burglars are innovators, but inno- 
vators don't need to be burglars; 
and the sad truth about the banks 
of this country is that they are 
suffering from the lack of sensible 
innovations. They need initiative. 
Horrors!" says the under-officer 
of the bank, “our president is a 
lawyer of mature age. He bases 
every act on precedent; he takes 
no risks, abhors all hazards, 
employs all the experience of past 
ages in directing the progress of this 
institution. Do you think he would 
menace the dignity of this bank and 
the confidence its customers have 
in it, by authorizing stunts that are 
foreign to our essential respecta- 
bility? Your views are too radical.”’ 
So the bank speaks, imagining 
that it has the dignity and the con- 
fidence it mentions; but has it? 
The dignity of a business is meas- 
ured by its utility, rather than by 
its appearances or by its traditions. 
Essential as banks are, they have 
by no means reached the limit of 
their utility. Not until every man, 
woman and walking child in the 
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country has 
some type of 
continuous 
business con- 
tact with a bank can the banking 
interests feel that they have 
approached the limit of their utility. 
As to confidence, a census of the 
total population normally tributary 
to any bank will exhibit an alarm- 
ing lack of confidence in that bank 
and in banks generally. You can't 
estimate total confidence by the 
number of people who patronize 
your bank. Those people are pa- 
trons because they have confidence 
in your organization, but they are 
only a fraction of your potential 
market. To say that they are the 
best fraction does not absolve you 
from your duty to the remainder, 
and that remainder, insofar as it 
does not patronize some other bank 
lacks confidence in the idea of 
banking. For proof, read the 
papers and count the deposits that 
are stolen from mattresses, family 
bibles, old clocks, pillow slips and 
secret cupboards; from homes that 
exhibit greater confidence in these 
insecure locations than they have 
for their local bank, and then multi- 
ply your figure by the co-efficient 
that will give you the amounts that 
were not stolen from similar places. 
If some wizard could count the cash 
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institution. 


that at this moment is in the pock- 
ets of men’s pants, or sewed under 
their belts, or tucked in chamois 
bags in the depth of brassieres, or 
ingeniously retired from circulation 
at some other locus of the human 
garb, he would have enough to 


cover the first subscription on 
another Liberty Loan; and all this 
money is out of circulation princi- 
pally because countless people 
don't confide in banks. They don’t 
and you know it. 

Confidence, however, is a matter 
of understanding. It is also recip- 
rocal. Help a man to find out what 
you really are and he is in a position 
to confide in you. Then confide in 
him and you get his confidence in 
return. 

Until recent years all banks were 
static machines. You couldn't see 
them move. They were afraid to 
move without the sanction of a 
precedent. They were in holy 
horror of Mrs. Grundy. 

| once told a banker to scrape off 
the big Gothic letters from his 
window and remove the blind so the 
people could look in and see a win- 
dow display I suggested. He glared 
at me in amazement and said, 
“Young man, those letters have 
been there for twenty-five years 
and they re going to stay.’ Static. 

I told another banker to rip off 
an old near-silk curtain and put in 
a window display on a well-traveled 
street and he almost turned white. 
No, sir; it couldn't be done because 
it might draw a crowd and the peo- 
ple would think there was a run on 
the bank. Mrs. Grundy. 


The market for good banking 
service is precisely as big as the 


, market for bread or soap. It 


includes every living soul in the 
country—one hundred per cent 
of the population. In 1850 there 
was one savings bank depositor 
to the thousand people. By 1880 
the figure had risen to forty-six 
per thousand, not through any 
particular effort on the part of 
the banks but largely by popular 
choice and increased opportuni- 
ties for saving. Last year the 
general average for the country 
seems to be 108 savings accounts in 
a thousand population, or 892 shy 
of saturation. 

What's the answer? 

One word—Merchandising. 

First of all, get it out of your 
head that selling a bank service is 
different from selling a tangible 
article of general utility. The 
fundamentals in both cases are the 
same. First, your service must be 
good ; second, there must be a place 
to sell and deliver it; third, the peo- 
ple must be told about it until they 
believe in it; fourth, its sale must 
be consummated intensively by the 
legitimate tools and methods of 
good sales management. 

What every bank needs first is a 
good sales manager; next, a good 
advertising manager. Neither 
should be a banker. The directors 
of the Bank of England are not 
bankers. Both sales and adver- 
tising managers, however, should 
have broad practical experience. 
The better they know how to sell 
and advertise motor trucks, incan- 
descent lamps, paint, salad oil or 
anything else, the more helpful they 
will be to the bank. Both must be 
merchants in thought, spirit, action 
and personality. And both 
should have the widest lati- 
tude of action under the poli- 
cies of the institution. In 
most cases it will be beneficial 
to shatter some petrified pol- 
icies rather than repress a 
resourceful sales manager. 

It has been the traditional 
prerogative of a banker togive 
good advice to a merchant on 
the conduct of the merchant's 
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business, such advice usually 
preceding the advancement of a 
loan. It has rarely occurred to a 
banker to look up the principles on 
which a merchant succeeds in his 
business or to transfer such prin- 
ciples to the conduct of a bank. 
That would invalidate the profes- 
sional ethics of the old-type banker ; 
but it would also help to vitalize 
his business. 

There is something mesmeric, 
uncanny, nepenthic, about a bank. 
Strong as this influence is in the 
main banking room, it is still 
stronger in the directors room. A 
crew of fine, vigorous, venerable, 
progressive business men—each a 
pusher and an innovater in his 
line—will sit down together as 
bank directors and lapse into total 
amnesia as far as real business is 
concerned. Was there ever a bank 
director who had the temerity to 
suggest a sales promotion depart- 
ment at a directors’ meeting after 
experiencing what a sales promo- 
tion department had done for his 
own business? Isn't it in the 
directors’ room that the initiation 
or extension of an advertising cam- 
paign is regularly given the an- 
odyne? Isn't it in the directors’ 
room that savings accounts are 
regarded as unprofitable business 
and unworthy of any additional 
promotion expenses? Isn't it in 
the directors room that good 
cigars are smoked and polished 
marble is ordered for the main 
lobby and forbidding grilles and 
deep molded brass doors are 
authorized to make the institution 
look still more like a mausoleum? 


Not many years ago a new bank 
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was started. It announced a spe- 
cial department for women, had 
flowers at the opening, contracted 
for considerable advertising space 
in the newspapers and greeted its 
visitors like real human beings. 
Bare-headed women from Little 
Italy with red and yellow shawls 
over their shoulders edged in diffi- 
dently but walked out confident 
of their ladyship. Old bankers 
across the street scoffed at the crazy 
young fellows who were attempting 
to belittle the dignity of the bank- 
ing business. Today that bank has 
more depositors than any other in 
the state and its assets are the third 
largest in volume in the city. 

Sorne day a group of wise men 
will build a bank like a store. It 
will be architecturally free from 
suggestions of the Acropolis, the 
Pantheon, or the United States 
Sub-Treasury. It will have big 
unhampered display windows with 
a window trimmer in the adver- 
tising department. It will have 
plenty of electric light until the 
crowd goes home from the last 
movie. It will have a department 
of education for timid women who 
hate to admit that they don't 
know how to endorse a check. It 
will put into the public schools 
a real banking system in place 
of the kiln-dried stuff that is 
now crammed into resistant 
youths under the titles of “Bank 
Discount,” “Promissory Notes,” 
“Drafts,” “‘Equated Payments,” 
“Interest,” etc. 

It will have a sales manager who 
will card index every business in 
town and draw commercial ac- 
counts from Chinese restaurants, 
Greek shine parlors, Italian fruit 
peddlers, French pastry shops and 
every other workable source that 
will build for economic good and a 
larger and safer circulating medium. 

Systematically this sales man- 
ager, together with his advertising 


manager, will attract, invite, edu- 
cate, persuade and induce one hun- 
dred per cent of his population to 
help themselves by doing business 
at his bank. He will start fortunes 
and create new business enter- 
prises, provide homes, increase 
life insurance, reduce poverty, elim- 
inate the bread line, prevent fake 
stock sales, protect widows and 
children from financial losses and 
develop countless economic by- 
products that come inevitably from 
the sane, large-minded, warmly 
human conduct of a bank accord- 
ing to the right principles. 
Without getting quite off the 
earth and into pure idealism, it is 
true that no other business has the 
opportunities that stand at the 
doors of the banks for the social, 
moral and spiritual uplift of the 
country. Analysis will show that 
bank patrons are the salt of the 
earth. The man with a single dol- 
lar in the bank is just safe from 
Bolshevism. The steady saver is 
quite safe. The home builder who 
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Bankers in general 
are jailed men— 
mentally jailed by 
their own choice 
and design. 






































T is adding insult to injury to ask a man to read all the news about the ice shortage 
on the same day he sends a check for next winter's coal. 
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has a mortgage at the bank is safe. 
In fact, every patron of every bank 
has proved himself more or less 
industrious, thrifty, progressive and 
independent. Such. people don't 
Start strikes, don’t throw bombs, 
don't commit crimes and don't 
land in the poorhouse. It is in the 
strata below the line of minimum 
bank patronage that anarchy and 
violence and disorder prevail. Down 
into these strata the bank has not 
yet reached. With its present 
exclusiveness the bank can do little. 
It must readjust itself so as to 
comprehend the entire range of 
social conditions, and in sympathy 
with these conditions it must put 
forth the efforts that will get the 
best responses. 

Finally: 

1. Banks have made great 
progress during the past quarter 
century but they are still away 
behind their quotas. 

2. Banking progress depends on 
continuous internal adjustments to 
meet changing external conditions 
—in other words upon originality, 
foresight, intelligent disregard of 
traditional limitations, and hard 
work. 

3. Banking services must be 
sold. Order taking doesn’t go. 

4. Bank buildings must be made 
to fit new and better ideas of bank 
service. 

5. Bank officers and employees 
must be courteous, intelligent, 
efficient, progressive. 

6. Bankers must be good 
business men—not merely bank- 
ers or lawyers or something else. 
Dealing with human beings, they 
and their organizations must be 
intensely human. 
| 7. Take the cover off a well- 
regulated bank and it is one of 
the most interesting institutions 
in the world. Capitalize this 
inherent interest. Show the 
machinery at work. 


| 
\ 
| 
: 
j 
3 
) 
| 








Can An Inkwell Stop a Hold-Up? 


F there is a 
burglar in 





Try It, Says a Nationally Known Inspector of Police ‘orce isout to 


, : me os se Fas am lunch. There 
the house, Discussing Bank Crooks, “Sneaks” and “Dips” 2s~  jasbeensome 


throw a shoe 

through a pane of glass to get rid 
of your burglar. There is nothing 
like a crash of glass to arouse the 
neighborhood and the second-story 
worker knows it well. Nine times 
out of ten hewill get away from there 
as quickly as his agility will permit. 

Similarly, a great many bank 
hold-ups may be forestalled by the 
same trick, according to Inspector 
Frank J. Wilkinson, of the Detroit 
Metropolitan Police Department, 
who has covered the bank beat in 
Detroit for many years. An ink- 
well hurled through glass anywhere 
in the lobby will stop the hold-up 
men and drive them into disorderly 
retreat almost as effectively as a 
battery of machine guns. 

“The hold-up men are all ‘rats, ” 
says Inspector Wilkinson. “‘Natur- 
ally they work at high tension. 
Anything that delays them at 
work gets their nerve. The trouble 
with the average bank employee is 
that he will not take a chance . Of 
course, | do not mean that he 
should take chances that are dan- 
gerous. The simplest and least 
dangerous chances are usually the 
most effective. Breaking glass or 


startling noises of any kind will 
generally start the gang on its way 
to the street in short order. 

“Best of all preventives is an 
alarm that sounds loud in the street 
and connects with Central Police 
Station at the same time. Such an 
alarm could be made to look like 
an ordinary ventilation shaft in 
the front wall, containing a big 
gong attached to a megaphone to 
the street. There would be mighty 
few pedestrians for a couple of 
blocks who wouldn't know some- 
thing was wrong the instant this 
big noise began. And the passers- 
by could be depended upon to sup- 
ply a pretty good description of 
the gang and their automobile 
when they fled from the bank. 
This would give the police a chance 
when they come up on the call. 
The alarm should be wired up to 
foot-buttons in all cages and to 
the desks of two or three responsi- 
ble officials who are out front where 
they can see everything going on in 
the lobby. 

‘In the country banks especially, 
the favorite time for a hold-up is 
the noon hour when most of the 
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agitation 
among country bankers to close for 
an hour at noon as a ‘safety first’ 
measure but | can't see the sense in 
that. Why not keep open as usual 
and invest a little in meals to be 
sent in to the entire force? It is 
common practice to furnish lunches 
free in the big city banks and | 
don't see why it couldn't be done 
in the ‘country. The country 
banker would find it a good invest- 
ment in many ways. 
“Carelessness about leaving 
doors into cages unlocked or badly 
protected is the reason in most 
cases why ‘sneaks’ get away with 
it, particularly in the country 
banks. The answer is double doors, 
steel doors or spring locks that 
lock. In the average country bank 
there is one long cage with two or 
three windows. The ‘stalls’ engage 
the men at the windows while the 
‘heel’ who does the real work for 
the ‘mob, slips around unseen 
from the wickets, enters the cage 
and makes his haul while the em- 
ployees backs are turned. 
‘In any ‘mob, by the way, when 
caught red-handed, the stalls will 
put up a hard battle to enable their 


‘tool’ (among pickpockets), or ‘heel’ 
(among bank sneaks) to escape. 
Although the tool always ‘passes’ 
the money to some other member 
of the mob as soon as he has lifted 
it, his get-away is important because 
he is the meal ticket of the mob. 

‘The stall of a mob of ‘dips’, or 
pickpockets, working the bank may 
usually be found in line at 
the paying teller’s window. 
He holds in his hand a bill 
to change. There may be 
one or two stalls in the mob. 
When he picks his victim in 
the line ahead, he tips off to 
his pals the pocket the victim 
has put his money into. 

The mob follows him. 
The cleverest operators 
wait until they get him in 
an elevator or a doorway 
and the rest is simple. 

“Suppose the wallet is 
in the left hip pocket, 
where 90 per cent of the 
mencarrytheirmoney. A 
stall tips the victim's hat 
slightly forward from be- 
hind or touches him in the 
neck with a lighted cigar. 
Instinctively his hands go 
up. The stalls shove him 
to the left to loosen the 
wallet-pocket and the tool 
gently lifts the wailet. 
‘Lifts, by the way, ex- 
presses his method. The dip never 
reaches into a pocket. He pulls the 
pocket toward him and from the 
outside lifts the wallet or, roll, up to 
the opening of the pocket where 
he can get his fingerson it. That's 
why a man who has been ‘touched’ 
seldom feels anything that may lead 
him to suspect, although afterward 
he may be able to recall the exact 
moment when the deed was done 
—when he was caught in a jam and 
jostled about, a lot of conversation 
going on at the time. 

“The trouser side pockets, as 
the crook knows them, are the 
right and left ‘britch. The inside 
breast pockets of the coat are easy. 
One man can pick them clean while 
facing the victim and apparenty 
reading a newspaper that is held 


below the victim's chin, concealing 
the operation. The safest pocket 
is the right fob, or watch pocket, as 
it was called when fobs were worn 
more than they are now. It is a 
good plan to have this pocket en- 
larged, and fastened with a button 
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He flashes a badge on the teller and 
tosses him a detective agency card 
through the inside so that a sus- 
pender loop can be slipped over it 
for added protection. Another great 
little protective measure is a broad 
rubber band slipped around the 
wallet or roll. The rubber adheres 
to the clothing and the dips have a 
much harder job getting the money 
out of the pocket without detection. 
“The bank can do a great deal 
toward making life miserable for 
the sneaks by cautioning customers 
against being careless in the han- 
dling of their money, in the bank 
or elsewhere. The depositor—and 
there are thousands of them—who 
insists on walking from the window 


13 










/ Burroughs 


Clearing House 


to the middle of the lobby before 
counting his money and stowing it 
away, lays himself wide open to 
dips that may be in the offing at any 
time looking for prey. 1 have seen 
bank customers leave bundles of 


hundreds—even thousands—of dol- 


lars in bills lying on the 
ledge of the teller’s window 
while they go out to the 
middle of the floor to write 
a check or make out a slip 
of some sort. And the 
funny part of it is that a 
great many of these persons 
flare up when a detective 
approaches them, intro- 
duces himself and tries to 
show them their mistake. 
They learn sooner or later— 
and have no come-back. 
‘As for women and their 
handbags, there is nothing 
to suggest except the well 
known ‘first national bank’ 
for carrying large sums. If 
they must use handbags, 
warn them to hang on every 
minute. But evenso, there 
isn’t much hope for hand- 
bags. The dips cut them 
wide open. It has been my 
experience, however, that 
women are much morecare- 
ful than men in handling 
and carrying money. The 
handbag has been the best 
booster for the ‘first national’ 
that we have had in many a day 
and it is being used more than 
ever before. 

“Recently | picked up a famous 
stall in line at the teller’s window. 
He had a $20 bill in his hand and 
$500 ‘retainer fee’ on his toe (in his 
shoe). The ‘retainer fee, which 
clever crooks always have within 
reach, is for the purpose of employ- 
ing a lawyer in the event of being 
nabbed by the police. This, in the 
parlance of thieves, is their ‘fall 
money. And you may be sure 
that in every town they work the 
crooks have a list of attorneys that 
can be counted on to take hold of 
the legal’ end of the ‘business’ to 
the best advantage of underworld 
clients. 
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The ‘hook’ sneak carries up his 
sleeve a collapsible hook which can 
be extended to five or six feet long. 
He often tosses a quarter through 
the window on the floor of the 
cage. Naturally everybody in the 
cage at the time turns to look for 
the dropped coin. That is the 
crook’s cue to shoot out his hook 
and rake in all the money in sight 
and make his get-away. 

“The certified check trick is not 
so common. There are two in the 
mob. One steps up to the paying 
teller with a good certified check 
(say, for $200) and asks for the 
money in wrapped coin. . He puts 
the money in his pocket and is 
about to leave the window when 
No. 2 comes forward, grabs No. | 
by the shoulder, flashes a badge on 
the teller and tosses him a detec- 
tive agency card. ‘I've been trail- 
ing this bird for a long time,’ says 
No. 2 to the teller. ‘Give me that 
check. Here, you, (to No. 1) give 
him back that money you just got.’ 
No. | reaches for his pocket, makes 
a switch and hands the teller 
wrapped packages of iron washers 
(one good coin on top and in sight 
in each package) and the ‘detective’ 
walks out with his ‘prisoner, a 
perfectly good check for $200 and 
$200 in cash—ready to work the 
next bank. Of course it may be 
hours before the teller discovers 
that the wrapped packages are 
phony and it is possible for the 
crooks to work every bank in town 
in a single morning and 
make a clean get-away. 

The teller has too much 
to do attending to his own 
business to be expected to 
make a study of faces with 
the object of ‘making’ or 
spotting crooks, but he can 
use ordinary common sense. 
For instance, he should 
beware of the customer 
who tries to be friendly, 
offering him cigars, etc., 
‘right off the bat.. That 
is the kind that generally 
tries to put something 
over eventually. A man 
who is straight doesn't ‘have to put 


out any inducement as an introduc- 
tion. Thisappliesto police 
officers, as well. They are, or 
should be, wary of those who push 
friendship too soon. 

‘The bank crook in real life is 
not the crook of the stage or the 
movies. He is one of the most 
innocent appearing in acrowd. He 
is never conspicuous. He has a 
good ‘front’ — dresses well and 
neatly. He is a great reader, par- 
ticularly of newspapers, and talks 
well on current events and many 
topics. This is also true of dips 
on the street. They depend on 
their conversation to distract the 
attention of the victim. Crowded 
street cars are meat for them. Hav- 
ing located the ‘roll, the stalls get 
the victim between them, talk 
across him, jostle him forward with 
a lurch of the car, perhaps kidding 
at the expense of the motorman, 
and then the tool lifts the roll— 
probably from behind. They are 
all off at the next stop. 

The thief, as a rule, has nothing 
on him to identify him when he is 
picked up. Even the labels on his 
clothes are ripped off. He will 
claim, often, that he is John Jones, 
of Detroit (if picked up in Detroit) 
in which case he will buy a hat in 
Detroit the minute he hits the 
town. Most thieves are dope fiends. 
There are two classes of them that 













Instinctively the 
victim's hands 
go up 
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seldom reform—the forger and the 
pickpocket. Their money comes 
so easy that the life grows on them. 

“The aristocracy of crooks are 
the forgers and checkraisers. The 
bruisers are the ‘heavies,’ or safe- 
blowers. In these days of steel, 
cement and time-locks, the latter 
seldom work the big city banks, but 
they do pull off a job in the country 
banks now and again. When they 
do, they knock off the combination 
knobs and jam back the spindle, 
pouring the ‘soup,’ or nitro, in and 
around the hole and explode with a 
time fuse. It sometimes takes two 
or three explosions to open up the 
vault. The sound is deadened 
with a pile of the bank's books, 
or whatever is handy. 

“There have been many negro 
dips working the northern cities in 
the past six months. They work 
the banks that have large negro 
business and very seldom attempt 
to ‘touch’ whites except in street 
cars or crowds where the chances 
for getting caught are small. Thou- 
sands of blacks have come north 
from the south this year to get the 
big money the industries are offer- 
ing. They are getting the money 
—which explains the negro dip. 
Among the negroes the old pocket- 
book gag is still good. ‘I lost my 
pocketbook,’ says the thief. ‘Let 
me see yours. It looks like mine.’ 
He takes the pocketbook, opens it, 
counts the money and hands it 
back—after substituting a roll of 
paper for the bills. ‘No, it’s not 
mine, he says, walking away the 
richer by the contents of the purse.”’ 

Inspector Wilkinson has an 
uncanny faculty for remem- 
bering faces—of crooks. On 
account of this reputation, he 
is well known by the police 
departments of every great 
city in the United States. 
And he is hated — but 
respected—by some 
20,000 thieves whose 
likenesses he has cata- 
logued either in his 
wonderful private collec- 
tion of photographs or in 
the recesses of his brain. 
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Talking Straight to the Workers 


The Story of a Forceful Newspaper Bank Advertising 






Campaign Addressed to Individual Groups in Akron 


T has long been agreed 

that the personal ap- 
peal is the strongest in 
advertising. It is known 
that if the reader of an 
advertisement feels that 
the message is directed to 
him or to a group of which 
he is a member, the effect 
is much more forceful than 
if the copy is merely general. 

The First-Second National 
Bank and the Peoples Sav- 
ings & Trust Company of 
Akron, appreciating these 
facts, have been talking, in 
their advertising space, to in- 
dividual groups in one of the most 
unique publicity campaigns that 
the country has known. 

Two sample advertisements are 
reproduced herewith and they indi- 
cate the style that is followed 
through the series. 

In addressing the employees of a 
rubber factory the copy is in the 
parlance of tiredom. In addressing 
a printing establishment the lan- 
guage of the composing room is 
used. The copy that talks to the 
Chamber of Commerce is civic in 
tone. All of the advertisements 
are written to suggest the spirit 
and technical qualities of the organ- 
ization named. Marginal notes in 
the advertisements announce that 
they are of a series addressed to the 
progressive institutions of Akron. 

Following are excerpts from vari- 
ous pieces of copy showing how 
direct is the appeal and how appro- 
priate are the messages: 





“To THE MEMBERS OF THE 
AKRON CHAMBER OF COMMERCE 


“We congratulate you upon the 
proposed city plan for Akron. 

‘We congratulate you upon the 
many civic, industrial, commercial 
and financial activities you have so 
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ably carried forward in the up- 
building of the world’s fastest grow- 
ing city. 

‘“You have worked on the basis 
that a city is not merely a place 
where houses are built and people 
exist, but that a city is a living, 
pulsing institution with heart and 
soul and character. 

‘“‘A city’s character depends upon 
its citizenship. 

‘Its value tous depends upon our 
service to it. 

‘‘We want to co-operate with you 
in furthering the prosperity of 
Akron. 

‘We invite you to bank with us. 

‘“‘A cordial welcome awaits every 
member of the Akron Chamber of 
Commerce in our affiliated institu- 
tions.”” : 

Thecongratulations andapprecia- 
tion expressed to the members of 
Akron’s leading civic body natur- 
ally pleased them and there is no 
doubt but that such an advertise- 
ment does much to promote a city- 
wide attitude of friendliness toward 
the banks. 

The employees of one of Akron’s 
publishing companies opened their 
newspapers the other day to find 
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the following message 
addressed to them: 


To THE WorKERS OF 
THE SAALFIELD PUBLISH- 
ING COMPANY 


‘*You are makers of books. 
Books are makers of 
knowledge and happiness. 
“For a score of years you 
have issued books that 
have delighted the hearts 
of children—not only the 
children of America, but the 
little folks all over the world. 
You make many other kinds 
of books. 

“‘We make a specialty of books, 
too, books that mean happiness. 

‘‘We issue bank books, and they 
are mighty pleasant reading for the 
people who fill them up. 

‘“‘And so we want to suggest that 
you makers of Saalfield books, who 
have not already done so, come 
into our bank and let us give you 
each a bank book so that you may 
record in it some of the savings of 
your book making. 

‘“Wehope that this advertisement 
has already booked you for an early 
visit. 

‘Welcome!’ 

The Saalfield workers naturally 
were amused by the comparison 
between their own company and 
the bank, both the institutions 
issuing books, and it is more than 
likely that there are a number of 
new accounts in the affiliated banks 
opened by printers. 

One series that attracted marked 
attention was addressed to the 
employees of the Miller Rubber 
Company. 

Here's a sample of these snappy 
talks: 

“Ou, You MILLER Fok! 

‘You make tires that make mile- 
age that makes talk. 












e 
/ Burroughs 


Clearing House 


ae 


‘Your advertisingdepartmenthas 
let the world know that these tires 
are 

‘GEARED To THE Roap.’ 

“That means they re in good 
working relationship with the road. 

“It’s a great slogan for a tire. 

“And here's one just as good for 
you: 

: ‘GEARED To THE BANK. 

“If not already in good working 
relationship with this bank, come 
in and join our banking family. 

“Make yourself as successful as 
a Miller tire. 

“We will aid with four per cent 
interest and service and helpfulness. 

“Welcome, oh you Miller Folk!” 

It is interesting to note that the 
magazine published by the tire 
company reproduced much of the 
bank's copy and thus intensified 
its value. 

The employees of the three lead- 
ing newspapers of Akron recently 
read advertisements addressed to 
them in their own paper. 

The following is a sample from 
this series: 


“To THE MAKERS OF THE 
BEACON- JOURNAL 
“Charles Dudley Warner humor- 


ously observed that while there 
were many people in this country 
unable to pay for a newspaper, he 
had never known anybody unable 
to edit one. 

‘“‘Some people take newspapers for 
the news, some for the editorials, 
some for the advertising and some 
because they get up earlier than 
their neighbors. 

“The Beacon-Journal has for 
many years beneficially influenced 
the public mind and among the 
lessons it has taught has been that 
of thrift. 

“We invite the members of the 
editorial, reportorial, telegraphic, 
mechanical, business, circulation 
and other departments to practice 
the thrift the paper preaches by 
banking here where every facility 
is offered. 

“We stand side by side with you 
in boosting Akron; we want to 
boost your personal financial inter- 
ests, too. 

“Welcome!” 

This may be the first time that 
an institution purchased space in a 
newspaper to talk to the employees 
of that publication. 

The series is continuous, with 





new copy appearing each week 
addressed to the workers in stores 


and factories and the members of 


clubs and associations. 

When asked how long the cam- 
paign would continue, Cashier C. S. 
Marvel of the First-Second Na- 
tional Bank replied: “It may go 
on forever because Akron is grow- 
ing so fast that the new industries 
added will afford us a continuous 
list.” 

It has been proved that those 
addressed in one set of advertise- 
ments take an interest in the adver- 
tisements addressed to all of the 
other institutions. It is a known 
fact that thousands of Akronites 
open their newspapers daily to see 
if the bank’s newest message is 
addressed to them. 

The rapid growth of the affiliated 
Akron banks, conducting this 
unique advertising campaign, indi- 
cates that their methods are prac- 
tical. They now are the largest 
banking unit in Akron with a 
growth like that of the Rubber 
City, swift and substantial. 

Evidently Akron people appre- 
ciate reading advertisements that 
talk straight to them. 


Where The Farmer Runs To Read 


HENEVER the farmers in the vicinity of 


Summerville, Ga., are ‘‘stuck’’ for information— 
when their horses are sick, their dogs have distemper, 
their chickens have cholera, their melons or fruit need 
spraying—they know where togo. They have access 
to several hundred government bulletins and books 
that cover a broad field of subjects filling a place of 
importance in bettering farming methods, kept in the 
farmers’ library of the Chattooga County Bank, of 
Summerville. In the spring there is a great demand 
for bulletins on poultry, the feeding of pigs, gardening, 
the canning of berries, etc., and the bank always keeps 
on hand a large supply of bulletins on these subjects 
for distribution. 

In the library also is a carefully selected list of the 
books of standard authorities on various phases of 
farming which the bank loans for periods of two 
weeks or more, using the card system. The library is 


regularly advertised, together with all lists of new 
bulletins, in the institution's house organ, ‘Chattooga 
County Bank News.” 

The advertisements of merchant customers practi- 
cally cover the cost of publication of the house organ. 
A half page in the “Bank News” is devoted to ‘‘for 
sale,’ “‘for exchange” and ‘“‘want”’ ads. inserted free 
for farmer patrons. As it reaches nearly 1,000 farmers, 
the bank is getting tangible results from the enterprise. 
The little magazine, the bank says, serves a double 
purpose, as it brings the farmers to the bank to list 
their offerings, giving the bank an opportunity to 
learn to know them personally, and at the same time 
it serves as a ‘‘clearing house’ or ‘‘market bureau,” for 
the farmers, an arrangement that is proving mutually 
profitable, far beyond the expectations of the 
officials when the magazine was started as an 
experiment. 
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Getting Full Value from Inquiries 


Banks Should Take a Leaf from the Experience of 


Mail Order 


which many bank 

advertisers do not realize as 
fully as they should is that inquiries 
as the result of advertising cost 
money and are worth money. Per- 


FACT 


haps this is because 
so much bank ad- 
vertising is of the 
general publicity 
variety, and in many 
cases no direct re- 
turns are expected. 

If all men or wom- 
en now in charge of 
the advertising of 
banks and trust 
companies had had 
“mail order’ experi- 
ence, they would 
better appreciate the 
value of an inquiry 
and the importance 
of following it up 
properly. 

What is to be done 
with inquiries should 
not be left to a spur- 
of -the-moment 
decision after they 
are in hand. You 
should know what to 
do with the-inquiries 
before they begin to 
come in. Oftentimes 
names of prospective 
depositors are se- 
cured through the 
mention of a certain 
booklet in the 
newspaper adver- 
tisements. Sending 
the booklet upon 
request is not your 
whole duty, adver- 
tisingly speaking. 
You should send 
with it a cordial 
and informative 
letter, and the name 





By T. D. MACGREGOR 


Vice-president, Edwin Bird Wilson, Incorporated, 
New York City 


and address should be placed on 
a prospect card. Then in due time 





T-s-0On Improved 
T->City Property 
T-3We Lend Money 
T> So Build Now 
COLUMBIA MORTGAGE & TRUST CO 


PETER G GRANT. Pret 





HAVE YOU 


a Lazy Dollar lying 
in the House or in 
your Pocket? 


Did you ever realize that 
st Could earn interest for 
you instead of just hang- 
ing around* 


80.87 Madison Ave Memph « 














Prepare for Independence A Dollar isn’t worth a cent except for what it will 


do—any more than a man 1s worth his salt if he won't work 





Our fi declared tbe of 
the USA op July arb. 1776 The ume for 
you to deelare your fnsncial independence 1s 
today! Start pow to prepare for the future 
Our one great natvonal sin ir 2 lock of thrift 
Thrift and prosperity go band in hand down 
the higbwey tba leads te Success and Hap 
proess 





You must keep thar Dollar working, just as 
worlang yourself + “— 


have to keep you expect to get ahead 
Ability 5 “Made” by making capabilnes ge: busy-Money 1s “Made”. 
by making money “Wort” —by pummeg ide Dollars where-they wil carn dntdends 

Start Sabing with us before July 15th 
ms Jay in As 00 the of money, 
eur Foss on aren oh Contant Galen eee 
Mongages on Improved Propery What wall your Sevings earn in Deadends ? 
FOR THE SIX MONTHS PERIOD ENDING JUNE 30) 

WE HAVE JUST DECLARED A 
DIVIDEND OF PER ANNUM 
and Mis bes beer our record now for the pan Eghrees yeare 


$80 0D ppoapeen 70 apg 


Jn cose of sickness or misfortune. » beh 

accoust ts @ mighty comforter. 
Come iv and let us talk this matter over with 
vou! Today ie the time—tomorrow never 
comes 

We pay Interest on Time 

Certificates of Deposit 
We twvite you to make this bank your bamh 


FIRST NATIONAL BANB 
Lake Crystal, Minnesots 


TTT 


WT ot 


Resources over Three Million Dollars 


PUGET SOUND SAVINGS & LOAN 
ASSOCIATION 


WHERE © PIKE « STRELT + CROSSES + THIRD 


LU 
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Nyack National Bank 


Nyack, N. Y 
Organised 187° 


OFFICERS 








}O. B.ORBIORY, Chairman of the Board 
A M VOORHIS, Presiden: 
W. B CONRAD. Vice-Preaitens 9 
ROBERT WALMSLEY Cashier 
DIRECTORS 
$ BR BRADLEY, President. Fibre Capdult Co. Orangedura. N ¥ 
© B CONRAD of W. B Conrad & Co White Goods. New York City 
JNO. W DALEY, Presidep', Harrison & Dalley. Nyack, N ¥ 
J D. DUNLOP. of Joba Dunlop's Sons. Silks. New York City 
@. © GREGORY Vice-President, National City Bank, New Yor’ Cry 
LSVING HOPPER. Atioreey-at- Law, Nyack, N ¥ 
BO & LEXTNER M D_ Piermont. N. ¥. 
WM A MARBHALL Vice-President. Home Life fas Co, New York City 
C4aS & MORRELL. President, Blauvel. & Morrell. Real Estate ané tp 
surance, Nyack. N.Y. 
= A M. VOORFIS, Presidem of Nrach National Banh, Nyack N. ¥ 


THE 
HOLLAND 
BANKING 

Co. 











Business that Calls for 
Expert Knowledge 


4 ray settling of one estste often demands 
an urumaste knowledge of several different 
know! 


With resources of over four million dollars 


and 


With forty years of sound, conservative 
banking 


Invites new accounts and pays 3% on savings 
deposits and 4% on time certificates 






of deposits. 
iain THE HOME FOR 
: SAVINGS 
BosTON SAFE DEPOSIT 





& Trust COMPANY 


ver St. i 
sential 0s nial ; Corner St. Louis Street and Square 

















Fig. 1. Pick out the good ones 
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Concerns=Other Publicity Pointers 


if the prospect seems worth while 
but does not become a customer 
within a reasonable period, he 
should receive another letter or a 
personal call. This presupposes that 


you have something 
in the nature of a 
new business depart- 
ment, even if it is 
only a one-man 
department. 

If you are tempted 
to look upon such 
work as routine, 
think of the rewards 
of the business-get- 
ter. In writing of 
Henry P. Davison, 
B. C. Forbes says: 
‘Now, just how did 
he climb from _assist- 
ant cashier to the 
presidency of an 
important bank in 
so short a period? 
Most of the story 
can be told in three 
words: ‘He got 
business.” 

In calling down a 
certain correspond- 
ent who didnt 
correspond in that 
he failed to ac- 
knowledge a letter 
of inquiry promptly, 
a business man said: 
“Young man, you 
want to learn that 
you must always 
acknowledge a letter 
the day you get it, 
no matter what 
happens. You may 
not be able to get 
the answer toit. You 
may not be ready 
to decide. what you 
want to answer. 








Burrow 
aring 
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But acknowledge it and tell your 
correspondent that you have his 
letter and that he will hear from 
you again soon.” 

This is good advice for those who 
advertise and receive inquiries. 
Never neglect bona fide inquiries. 


EGARDING the group of six 
advertisements (Fig. 1), 
personal views are as follows: 


Puget Sound Savings & Loan “* 


Association, Seattle—A good speci- 
men of the cartoon type of bank 
advertisement. 

The Holland Banking Company 
—TI don't know where this institu- 
tion is but the ad. appeared in The 

zark Countryman. Good material 
in the ad. but in woeful need of 
typographical re-arrangement. 

First National Bank, Lake Crys- 
tal, Minn.—Unusually good set-up 
for a small newspaper. 

Columbia Mortgage & Trust 
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By « Mitte timely forethought 
e~aagy Sag 5 ee 
Jaty ts money-moving month 


tuterest as from July lst 


im case of emergency. 
‘This bank 
customers 





ognises the true sppli 
rm. 
Th socks to co-cperste from the start in every possible way 


made for the ef our customers. 


bave strengthened your 


‘You have the satisfaction, also, 
munity where you have made your home and whose 








Accounts see Mr Donaldson For © 
Mr. fo 


EE Lor 


The. Fourteen “Points 


L 
July 1st ts the time to transfer your acevunt to this Bank 


1 
Wo matter where your funds are at present—New York, San Francisco, Seatile or 
Tacoma 


mm 
they may be transferred now, without lee of 
book 


v. 
Deposits made or accounts opened with this bank on or before July 5th will receive 


vw. 
Interest is a force for good that works for every man, woman or child 


viL 
Deposited with the Scandinavian American Bank, your money is always available 


of cooperation in its relations with its 


x 
Our rues customers’ desposits are exceptionally attractive; they were 


xL 
By evailing yourself of such service — are comforted by the knowledge that you 


xm 
The unity of interest that actually exists between « bank and its customers is our 
- XIv. 
Tastrect the Scandinavian American Bank to transfer your account July 1 — For 


More than 11,000 people are providing 
for their future welfare with this bank. 


Scandinavian American Bank 


Pacife Avenue at Eleyenth Street. Tacoma 


Company, Memphis—An attempt 
to be different which has succeeded. 

Nyack National Bank, Nyack, 
N. Y.—Old style type for an old 
style advertisement. 

Boston Safe Deposit & Trust 
Company—This is a little gem— 
heading, text, illustration, border, 
margin, signature, are all in perfect 
keeping. 


RADE with Latin America” 

is the title of an unusually 
fine booklet issued by the Bank of 
Pittsburgh. N. A. After an intro- 
duction by J. T. Holdsworth, vice- 
president, in charge of the foreign 
department, it contains reproduc- 
tions of seven bulletins showing 
graphically the trade between the 
United States and the various South 
American countries. Among other 
good financial booklets I have seen 
lately is, “A Trust Company and 
You, the Guardian Savings & 
Trust Company, 
— Cleveland. This is 
particularly well 
illustrated. So is 
“Little Stories 
from the Ledger,” 
Detroit Trust 
Company. The 
Royal Bank of 
Canada issued a 
very handsome 
brochure in cele- 
bration of the 
opening of a new 
building for its 
Havana branch 
and the twentieth 
anniversary of the 
establishment of 








ot men at one move 3 nok te com that branch. The 


Old National Bank, 
Spokane, Washing- 
ton, issued a 
wonderful book 
descriptive of its 
building. Geta 
copy of it if you 
are about to adver- 
tise your office 


Accounts see 

















Fig. 2. Those fourteen points—timely 


building. 
: HE Fourteen 
Points” adver- 


tisement of the 
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UNION BANK OF CANADA | 











Sir Thomas White 


a | 
Canadian Minister of Finaoce in tis Budget Speech 
oni — 

Vidually #0 we to bring 
eacd year substantia! increase in domestic wealth 
aod on: 

“Ip other words the motto for the future must be 
Produce and Save 
Open « savings account with us 


UNION BANK OF CANADA 














——— tt Wm. L. Douglas 











UNION BANK OF CANADA 

















F. W. Woolworth 





UNION BANK OF CANADA 

















Robert Dollar 






UNION BANK OF CANADA 
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Fig. 3. Why not portraits of the men? 














Scandinavian American Bank, 
Tacoma, Washington (Fig. 2), 
good, and it was timely, too, appear- 
ing in the newspapers the day after 
the signing of the peace treaty. 


HE manager of the Statistical 
Department of the Union Bank 
of Canada, J. H. Hodgie, writes me: 
‘Your magazine has been a help- 
ful influence in the work of this 
department, and | thought you 
might be interested in two new 
series which have just been pre- 
pared for placement in the news- 
papers throughout Canada, the one 
a series of ‘savings’ and the other 
Stresses ‘service. I hope you will 
particularly like the ‘savings’ series 
because it brings in the personal 
element which, to my mind, makes 
a much more concrete appeal.” 
My reply was that I agreed with 
the writer in regard to the savings 
advertisements—some of which | 
em reproducing (Fig. 3)—but, that 
| thought they would have been 
stronger if illustrated with portraits 


ser 





ee 
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of the men whose names appear in 
the headings. 


gers mergers are becoming so 
ccmmon nowadays that it is of 
interest to read this extract from a 
folder entitled ““A Greater National 
Bank for Greater St. Louis:” 

Three old St. Louis banking in- 
stitutions, the Mechanics-American 
National Bank, the St. Louis Union 
Bank, and the Third National Bank, 
consolidate without change in per- 
sonnel as to officers and employees. 

“To cultivate every class of local 
and foreign business from the larg- 
est commercial account to the 
smallest savings deposit. 

“When the agreement to consoli- 
date the St. Louis Union Bank, the 
Mechanics-American National 
Bank and the Third National Bank 
becomes effective at the close of 
business July 6, 1919, your trans- 
actions will be with the same officers 
who have served you in the par- 
ticular bank which you favored with 
your business before the consolida- 
tion, and your arrangements and 
relationships will remain exactly 
the same. 

‘The entire personnel as to both 
officers and employees will remain 
intact in the new organization with 
the result that the business of each 





individual bank 





will continue to 
be handled by 
the same officers 
ofeach bank who 
have handled Si iceeatiness tot we 
that business in irendiinewtorthebank 
the past. « 

“Every officer 
of each of the 
banks will see 
to it that the 
individual cus- 
tomer to whom 
he has given his 
personal atten- 


O* THE METHODS 
of jing busi- 


On the number of new 

customers he brings de- = eS. 

pends the growth of the First National. 
Therefore 


A LITTLE OVER A 


First National 





On THE METHODS of 
HANDLING SAVINGS ACCOUNTS 





On the methods of handling business in our 
Savings Department depends our growth 


FROM 3000 TO $3,100,000 
SAVINGS DEPOSITS IN 


Of DENVER 


Seventeenth ot Stout Street 


Fig. 5. Starting an aggressive 
campaign 
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Number of Estates | 
and Trusts— 


125 





E ARE MANAGING Why are Denver citizens 

that number of active now living placing property 
estates andtrustsiorDenver in trust with us for their 
people. Why have you good wivesorchildrenoreven 9 
people of Denver entrusted for themselves ° 
ws with your most impor- 
tant business—business 9 We intend to tell you why 
sou hold almoet sacred * and many more facts in a 
Y series of advertisements of 
Why did Denver citizens which this is the first. 
«ho have passed to the 

“other sue” gototheir re We believe you will be 

Bank ward confident that their benefited by reading these 
heirs would be protected advertisements as they ap- 
by having this Compony 9 pear from week to week in 
as Executor and Trustee * Denver newspapers. 


YEAR 


International 











tion willcontinue 
to receive the same personal service. 
“In addition to having the same 
personal attention, which they have 
had from the same officers, patrons 
of each of the three banks will 
receive a broader service from the 
new bank because of its increased 
facilities.” 


EGARDING the Oakland, 
Cal., prize advertisements, 
samples of which are reproduced 
(Fig. 4), K. L. Hamman writes me: 
“With this letter | am sending 
you a few advertisements collected 
from the bank paper series now 





[ears Paper ] 
SERIES FIY TEEN 











Practically all of the large business houses through- 
out the country have adopted the trade acceotance 
as a condition of sale. 


Oakland business men are using the trade accept 
ance in wncreasing numbers. 

Banks will discount this pager in almost unlemited quanties 
because it car be rediscounred at the Federal Reserve Bank. 
The use of the trade acceptance releases capetal for additional 
business 

It helps to systematize and stabilize business because financial 
«come and borrowing paper become fixed «nstead of vanable 
quaacites, 

les use enables the business man to determine in advance just 
haw much money will be available ar a certain date 


Yeu should know nore about the trade acceptance and how us 
ue will benefit you. Me Hassler ar window 10 of this bank 
will explan ia detal. 


Central National Bank 
Central Savings Bank 


Neartheast (Corner 1gth © Broadway 
Oatland, (olferma 


Savincs Baancw—agth and Telegraph 





Trust Company 
DENVER 


SEVENTEENTH AT CALIFORNIA STREET 




















being run in the local papers for our 
client, the Central National Bank, 
a few from the ‘save’ series being 
run for the Central Savings Bank 
and a few from the ‘trust’ series 
being run for the Berkeley Bank of 
Savings & Trust Company. 

“These advertisements, together 
with other advertisements for the 
same client, won the cup for the 
best exhibit of financial advertising 
at the convention of the Pacific 
Coast Advertising Men's Associa- 
tion in Portland, June 7 to 12. 





Fig. 4. Three prize- 
winning advertisements 
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SAV E 


for life insurance 


Does the life insurance 
you now carry provide 
adequate protection to 
your wife or those de- 
pendent upon you? 


Your life has a definite 
value on dollars and cents 
—if you realize your re 
sponsibility to your family, you 
will not fail to insure your lite 
tor what it 1s worth. 

—and t 1s not hard 69 meet 
your annual premyums .f you 
will put a small portion of your 
sncome in a savings account each 
payday 

Oper an uncerest bearing sav- 
ongs account at thes bank yoth 
any sum from $100 up fr will 
be the initial step toward meet- 
ing your next annual premium 


Central Savings Bank 
Central National Bank lla 
supe Gmegnalinis Glhialt 


tue CM este wat 












” Associated with First National Bank - 











The app of the Berkeley Bank ot 
Savings and Trust Company as Executor of 
your estate provides for efficient, economical 
and trustworthy administration of your 
property under your will. 


This Trust Company 'a permanent corporate 
orgamizanon. its directors are men of sound judg- 
ment and comprehensive experience mn. this par- 
ewular field. Unlike the individual Executor. it ss 
fnancially responsible and ts supervised by the Srate. 
chus insuring abdsoluce protection for your heirs 


See wor Trast department today We 
oull gladly confer wth pou regarding 
pour will 


Berkeley sx Trust Co. 


Shatcruck at Center 














19 











faite 


Clearing 
ee 


ouse 























Caution says: 


**Records worth making 
are je now!” protecting. 
tno 


NV) NZ) 
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ARE YOUR RECORDS SAFE 
OR DO YOU TRUST TO LUCK? 


Your records contain statistics that are essential to 
the success of your business or profession. Some of 
them must be produced when making insurance adjust- 
ments (consult your insurance policy). Others represent 
a constant and necessary service to your business. A 
third group is needed for prompt and efficient service 
to customers or clients. 





Do you know that these vital necessities would be 
safe tomorrow if fire should visit you tonight? Do you 
trust to luck or do you have the feeling of security that 
is founded on proof? Where do you keep your records? 


THE SAFE-CABINET 


*“‘The World’s Safest Safe’’ 


This fire-defying SAFE should be your defense against 
fire loss. It bears the latest endorsement of the Under- 
writers’ Laboratories, having been awarded both the 
Class “A” and Class “B” labels. Only by withstanding 
the most severe tests was this achievement possible. 


A Service For You 


We inspect your premises for fire hazards and advise 
you as to the most efficient 
and economical methods 
of safeguarding and filing 
your business records. 

















This service is yours for 
the asking and entails no 
obligation. 


Write for the folder, 
“There is One for You.” 





The Safe-Cabinet 
Company 











Originators and 
Sole Manufacturers of 


THE SAFE-CABINET 
149 Green St., Marietta, Ohio 
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ADVERTISING SECTION 





“It might interest you to know that all of these 
advertisements are carefully set in our own composing 
room and plates made of same. We do not depend 
upon the newspapers for advertising composition.” 

Mr. Hamman is working along the lines that my 
own experience has 
proved is the most suc- 
cessful for banks that 
look upon advertising as 
an investment, not an | 
expense. Good illustra- | 
tions such as those shown E 

| 
| 
| 





He Wants His Boy to Have a 
Better Chance 
Than He Had Himself 
He another true story from our Sav: vings | 
Department. A certain man who had rather a 
iol started mn business himself but is 
fairly well, has made up his mund that 


fa Neg scan he off with the handicaps 
har he humsell hod 





add greatly to a bank 
advertisement, but they 
are not indispensable, as 
witness the advertise- | 
ment of the Fourth 
National Bank, Macon, 
Ga. (Fig. 6.), which is 
especially set and plated, 
though not illustrated. 


n behalf of his son he has started a savings 
account at "hus bank and when the boy is twenty-one 
the money will he tumed over to hun to use ist going 
into business for himself The you'h ws allowed toadd | 
tm the fund hurwelf so chat he os learrung thinft, but not 
w a hard a whoo! as chat in «buch hus father leamed & 





FourtH NATIONAL BANK 
Cherry and Third Srreets 
MACON. GEO@GIA 





A good ad. showing that illus 
tration is not indispensable 








Fig 6. 


HE First National Bank and the International 

Trust Company of Denver, recently started an 
aggressive advertising campaign. Examples of the 
advertising, prepared by Edwin Bird Wilson, Inc., are 
reproduced herewith (Fig. 5). 


VERY town, from New York down, that has a 

skyline is proud of it. So banks sometimes use 
a panoramic view of the old home town to ornament 
the back of their financial statement folder. One of 
the latest along this line which I have seen is that of 
the Kansas National Bank, of Wichita, which thus 
boosts itself and its community. 


OUR Financial Independence Day’ could not 

be improved upon for a Fourth of July ad., 
especially for! the Washington Trust Company, of 
Washington, Pa. (Fig. 7). Other appropriate features 
are the portrait of George Washington as an emblem 
and the repro- 
duction of his 
chirography as 
part of the com- 
pany s signature 
plate. 





eres 





YOUR FINANCIAL 
INDEPENDENCE DAY 
& we think of our national independence, so bravely 
won and so gloriously maintained, it is not out of 
place to give some thought also to our own individual 
freedom, ‘especially from the money standpoint 


‘OU MAKE «a has, 
firrancia! decla- tume and time 
= | ) ration of inde again ¢! thrift is 
E G A R - pendence the day you the foundation for suc- 
start a savings account im Morey matters 
at the .Washington and thet o savings ac. 
31 with ‘3 where most 

ING the Trost Company 


littletrade-mark |] #=="™ 
emblem of the 
Seattle National 
Bank (Fig. 8), 
the bank makes 
the following 
statement in an 
advertising 
booklet: 
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WASHINGTON 
PENNSYLVANIA 


Wafer 


“TRUST COMPANY 


Fig. 7. Appropriate 
































(Continued on page 22) 
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Clearing House 


Why the Elliott Addressing System 


is bought by business men who already own other addressing equipment 





Elliott Addressing Machines are Faster Than Others 


The Elliott Ad- 
dressing Machine 
is the only ad- 
dressing machine 
that prints from 
above. So the 
Elliott Addressing 
Machine is the 
only addressing 
machine which 
permits you to 
insert ten to twen- 
ty forms at a time and then simply remove the top form as it 
is addressed. With other addressing machines you have to 
insert the forms one at a time. 









Simplicity — Reliability 
Durability and Economy 


The Elliott has no adjustments to go wrong. 

Elliott address cards don’t get “ stuck 
in the runways ”’ of the addressing machine. 

The Elliott doesn’t print the top line of 
the address heavy and the 
bottom line dimly. 


You will never need a 
repairman if you install an 
Elliott Addressing Machine. 


Any Elliott address card 
will print ten thousand ad- 
dresses. 





Elliott Addressing Machines ‘‘ Print in Sight ”’ 





Notice that when you remove the addressed envelope from 
the Elliott Addressing Machine it is “face up’’—“ address 


in sight.” With other addressing machines the addressed 
envelope is removed ‘‘ face down,’ so you have to turn each 
envelope over in order to inspect each address. 





Just remove the 
ribbon from any 
typewriter and insert 
an Elliott address 
card, and stencil the 
address intoit. Any 
stenographer or typ- 
ist can do it. This 
will appeal to address- 
ing machine owners 
who are now sending 
their addresses away 
to have the address 
plates embossed. 


You Can Stencil 
Elliott Address 
Cards on Any 
Typewriter 









The Elliott Inking Device is Clean and Controllable 


Some addressing 
machines use liquid ink 
which is very hard to 
control. Other ad- 
dressing machines use 
ink pads or ink ribbons 
which wear unevenly 
and therefore produce 





inked addresses. 


unevenly 

Elliott Ink comes in collapsible tubes, and is squeezed right 
into the end of the Elliott ink reservoir (like tooth paste) 
The Elliott Inker is the only clean, controllable and uniform 


inking device on the market. 


| 









Light Weight and Compactness 


The Elliott Steel Filing 
Tray is only 13 inches 
long, and when filled 
with 250 address cards 
it weighs less than 2 
pounds. Other address- 
ing systems use address 
plates which are three 
times as bulky and weigh 
seven times as much as 
Elliott address cards. 





Unevenly Impressed Elliott Addresses are Impossible 


The soft rubber print- 
ing roll on the Elliott 
Addressing Machine 
flattens out, putting 
an equal pressure on 
all portions of the ad- 
dress. ‘* Other ”’ ad- 
dressing machines use 
ahard, flat, unyield- 
ing printing head, 
which accounts for the 
unevenly impressed addresses which you frequently see. 














Elliott Address Cards are Also Index Cards 














“The. Elliott ‘Company, se 
‘See, gs eb as. Street, val 











Since Elliott address cards are made of fiber, you can print 
and write on their frames. Elliott address cards are also fur- 
nished in eight different colors, so lend themselves to ‘colored 
edge”’ classification which is impossible with any other ad- 
dressing system. Any Elliott address card becomes a ‘‘ tab”’ 
card by simply inverting it in the tray. 


Write for Our Interesting Booklet on 
THE ELLIOTT ADDRESSING MACHINE CO. 
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‘Mechanical Addressing ’’ 
CAMBRIDGE, MASS., U.S. A. 


ADVERTISING SECTION 
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Px? B1513580 





OBTAIN 
INFORMATION 





regarding arrangements for 
issuing 


“A.B.A.” tates Cheques 


over YOUR BANK’'S own name 
by writing immediately to 


BANKERS TRUST COMPANY 


Agent appointed by the Association 
to manage its travelers’ cheques 


NEW YORK CITY 





Bankers Association ws protected by the 

BURNS Interna: send Detective 
pw Seats of agencies “eae 
agamst members 








I 


explain 





68 WILLIAM STREET 


For Your Bank 


I should be glad of the opportunity to write and 


to you just what we mean by “individ- 


uality in bank and trust company advertising.” 


T. D. Mac GREGOR, Vice-President 


EDWIN BIRD WILSON 


INCORPORATED 
NEW YORK 


= 


Il 
| Individual Advertising, | 





















Highest quality bands of 
and long life. 
direct from us as other large banks are doing 
and save money. Special 
$1.40 1b. Write for prices on Orco Erasers. 


OFFICE REQUIREMENTS CO. 


RUBBER 
BANDS 


Used by Largest 
Banks 
Federal Reserve Bank 
(3d district). Franklin 
National Bank. 4th 
National Bank, Phila- 
delphia. Penn Mutual 

Life Insurance Co. 


1215 Filbert St., PHILADELPHIA 


eat yg 


Guaranteed for five years. Buy 


price to banks 








ADVERTISING 
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Getting Full Value from Inquiries 
(Continued from page 20) 

‘The present distinctive trade-mark of the Seattle 
National Bank is an adaption of the design of our orig- 
inal corporation seal. It bears a likeness of the famous 
Chief Seattle, or Sealth, the Indian form of the word. 

“It is a peculiarly fitting symbol of Seattle's growth 
and prosperity, for it was due to the friendly atti- 
tude of Chief Seattle that 
this city grew and prospered 
in its early days. Chief 
Seattle, born at Port Madison 
in 1790, died in 1866, was 
chief of several closely allied tribes, among them the 
Duwamish, Suquamish and Samamish. He won his 
exalted position by his diplomacy and maintained it 
by his courage and fearlessness, dignity and generosity. 

‘Always very friendly to the early settlers, he was 
instrumental in informing them of an uprising against 
them, thereby giving them opportunity to prepare to 
defend themselves. 

‘His memory is honored by the pioneers of Puget 
Sound and especially the city of Seattle, which 
bears his name.” 





Fig. 8. Some trade-marks 


HAT is a very pleasing and effective foreign 
department advertisement of the Merchants 
National Bank, Boston (Fig. 9). It was clever to use 
a Mercator’s projection map of the world without any 
lettering, as it is more decorative than a regular map 


would be but just as appropriate for the purpose of 
this advertisement. 


HE Nest Egg’ is the appropriate title of a 

booklet issued by the Pearl Street Savings and 
Trust Company, of Cleveland, for the benefit of 
poultry raisers. But a certain part of each of the pages 
is devoted to bringing out the financial significance of 
the expression used as a title for the booklet. 


OME time ago, the Fulton Trust Company of 

New York ran an advertisement in the New York 
newspapers addressed to 
“New Jersey Com- 
muters,’ and reading 
as follows: 

“Thousands of you 
pass our office in the 
Singer Building every 
day. The next time you 
are in this vicinity, stop 
in and discuss with us 
the opening of a check- 
ing account We are 
conveniently located, 
there is a cordial spirit 
here, our requirements 
as to balance are not 
burdensome, and you 





A World-wide Banking Organization 


We have buat up through our Foreign Department » bankeg 





» 
cquezanen conn of the arceges. wot temly enebiched banks 
cach commry We deal wih them DIRECT 
The contend tein of hove ers teroge btn 
Feloly Symp onthe dorho tormented 














pa 


La Us stent ey ames 
Send for mer Boat Vem Bem Ae te Aly the 6 cama of 


. “ppNetional Bank 
‘ r Boston, Mass 


Fig. 9. Foreign trade effectively presented 














28 State Street! * 





may enjoy some added prestige and other advan- 
tages by drawing your checks on a New York bank- 
ing institution.” 

The ad. made a hit with Helen C. Galbreath, an 
advertising woman, who wrote about it in the New 
York Advertising Club News, thusly: 

“Being one of the class myself, | very naturally 
read the advertisement in the papers last week which 
was headed ‘New Jersey Commuters. It’s the first 
one of its kind I have ever seen and I'm only sorry | 
don't go downtown so | could take advantage of it. 
The Fulton Trust Company says that as its bank is 
very handy it would be very glad to have commuters 
open accounts there. It also states that an unusually 
large balance is not required—which appeals to com- 
muters as well as others—and that its wish is to be of 
service. If you have not opened a bank account in 
New York because you have been told that they 


require a few thousands on deposit you will welcome 
the advertisement. ” 


ERHAPS the most conspicuous architectural 

feature of Utica, N. Y., is the gold dome of the 
Savings Bank of Utica. Here is the text matter of a 
recent newspaper advertisement bringing out that 
point and other features of the institution: 


‘‘THE Most PROMINENT POINT IN UTICA. 


The other day a young man who took the air plane 
flight over Utica said that the ‘Gold Dome’ Savings 
Bank was the most prominent outstanding building 
he could see. 

“Well, there are more than 40,000 other good people 
in and around Utica who recognize the ‘Gold Dome’ 
Savings Bank as the most prominent point in Utica. 

“During the 80 successful years this strong, faith- 
ful, financial institution has unselfishly served over 
212,000 friends, it has always stood out as a prominent 
feature of the community's progress. 

“Thousands of home owners started saving for a 
home in the ‘Gold Dome’ Savings Bank. Thousands 
have been helped to build and pay for their homes with 
money loaned by the ‘Gold Dome’ Savings Bank. 

“We take just as much friendly interest and pride 
in the boy or girl, man or woman who deposits a dollar 
as in the $1,000 depositor. We are simply a big, 
mutually helpful savings family. 

‘‘Just as it is much pleasanter and easier to go along 
with the crowd, so you will not feel lonely when you 
join the savings bank family. The doors are open wide 
with welcome. 

“The “Gold Dome’ Bank is the Old Home bank. 

‘“‘Hours—10 a. m. to3 p.m. Saturdays, 9 a. m. to 
12m. Monday Nights, 6:30 p. m. to 8 p. m. 

"$1.00 to $3,000 Accepted. 


‘“‘The Savings Bank of Utica, 
‘The Bank with the Gold Dome.’ 
Genesee Street at Bank Place.” 
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LINEN LEDGER 
\ 


| Burroughs 
iii House 


Ft it comes up smiling 


‘[xeocoun 


DOES NOT WRINKLE OR TEAR 





First Aid to Speed! 


OUR TYPIST has been trained for 
speed. Speed is a watchword in 
every modern office. It is to your 

advantage to assist in maintaining it, for 
that means volume of work. To realize 
the full benefit of the maximum speed 
of your bookkeeping machine, use 
TypocounT, the one quality of ledger 
paper that will stand the wear and tear 
of “ripping” sheets in and out of the 
machine over and over again. 


@ 


TypocounT linen ledger paper has a 
strong, firm fibre, and the sheets stand 
stiffly upright in the binder, enabling 
the operator to swiftly select any one 
from the index. She can hastily insert 
it, make the entry, and grab it out— 
without having to be careful of the paper. 
TypocounT will stand such daily opera- 
tionsand remain inserviceablecondition. 


Send for sample book of TYPOCOUNT 











Dalton, Massachusetts 


ADVERTISING 


Byron Weston Company 


SECTIOWN 
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EMERALITE | 


\[ADDINCG _ MACHINE 


Add Years of Comfort to Your Eyes 
—They’re Worth It: 


Put our special model No. 8734 


A.M. on your adding machine. 
Always the best lamp, Emeralite is now 
perfect. The new Daylight Attachment 
will surprise your eyes. Means more 
efficiency without strain. The 
restful green glass Emeralite 
shade does away with the glare. 
Makes any operator a better 
operator- for speed, acc uracy 
and vision. 
Sent on approva] —-so write 
oday and test an Emeralite. 


) Ask for booklet, showing full 
line for office and home. 


Fits apy metal stand and harmonizes 
with finish of machine. 


COMPLETE— $14.00 


H. G. McFADDIN & CO. 
40 Warren St. NEW YORK 


igns 


LEX Signs have raised, snow-white, glass letters 





Suy 





standing out from a dark background. This 
means splendid day time effect as well as strength and 
greatest reading distance when the lights are on. 
Bankers choose Oplex Signs because they harmon- 
ize with the spirit of the institution—simple dignity, 
strength in restraint—there is nothing vulgar or 
glaring about them. 
If you will give us an idea of your needs we shall be 
glad to wed you a sketch showing how your sign 


The Flexlume Sign Co. seu Nee se sot Dalulo 


Pacific Coast Distributors Canadian Distributors 
Electric Products Corp. The Flesiume Sign Co., Ltd 
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N regard to the “Treasure Chest” advertisement of 

the Citizens Trust Company, Utica, N. Y. (Fig. 10), 
F. S. Woodrow writes: 

“In analyzing this advertisement, note how the 
writer has borrowed from the rich stores of tradition 
to illuminate the 
copy. I believe 
that this is all 
right if the tra- 
dition is aptly 
adopted, 
especially in a 
description 
which may be- 
come tedious to 
the reader. 








“It lends at- 
mosphere to the 
thing described. 
It makes the 
reader, while 


A Great Treasure Chest 


A Protection 
that only the Desert Isle or Castle Dungeon’s 


Hidden Stone Used to Afford 
perusing a hun- o 


dred words 
think a thou- 


This great Safe Deposit Vault is located just off 
the main floor at the Citizens Trust Company. 


The vault proper is constructed of tons of steel 
and concrete. It has an entrance door of 12 tons 
dead weight. The multiple time locks with their 
heavily jeweled watch-like movements tick off the 
hours from closing time until opening time. 


Inside the steel room are hundreds of NEW 
Safety Deposit Boxes just installed, in addition to 
the thousands of old ones. The locks of these 
individual steel compartments respond only to the 
“open sesame” of individual owners. 


sand. Like 
sentiment in 
copy it must be 
skillfully 
handled, or like 
attempts at sen- 
timent, which 


Modern achievement has accorded you a pro- 
tection which only the desert isle or the castle 





when crudely 
handled become 
sentimentality, 
so things tradi- 
tional become 
offensive if over- 


dungeon’s hidden stone used to afford. 


This great vault holds the modern thief in as 
much awe as did the Sphinx God who watched 
over the Pyramids protecting them from the super- 
stitious thieving hordes of ancient Egypt. 


Our guardians of the vaults will consider it a 
pleasure to conduct you through and explain all its 
intricacies. 


We hereby appoint you as a committee of one 


to inspect this modern attainment with its hundred 
of new compartments. 


done. Do not 
attempt to fol- 
low this style 
unless you are 
skilled in the art. 
Does the Treas- 
ure Chest 
advertisement 
create a desire 
on your part to see such a vault? Does it stimulate 
your imagination? Would you look next day for 
another advertisement over the signature of that bank?” 


Private rooms located near the vault. 


CITIZENS 


TRUST COMPANY 
SENECA SQUARE—GENESEE, COLUMBIA AND SENECA STREETS 


UTICA, NH. Y¥. 








Fig. 10. A new angle for safe deposit copy 


a ole ole 


HE United States National Bank, of Denver, Colo., 

has issued a booklet, ‘“‘How we handle interest 
earned but not collected and interest collected but not 
earned —a little long on title, but a valuable booklet 
nevertheless. ‘Opening the accounts,’ the “‘interest 
earned but not collected account’ and the ‘‘interest col- 
lected but not earned account” are treated separately. 
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Build Your Own Counters With 
GF Counter Height Files 


EARLY every business has many “over-the-counter” transactions in the course of the 


day’s work. Why not utilize this point of contact between your business and your 
customers to the fullest extent? 


With GF Allisteel Counter Height Sections, you can arrange your own counters to suit your 
space. The sections are filing cabinets, too, so that your assistants have always at hand the 


reference books, maps, data files, contract records, etc., which they need to serve customers 
promptly. 


The GF Allsteel Sections are handsomely finished in olive green, mahogany or oak, with 


bronze-bound, green linoleum tops; and you can get practically all forms of filing space that 
your business needs, in stock sections. 


Tell us the dimensions of your available space, and what kind of files 
would serve you best. We'll be glad to advise you and quote prices. 


™ GENERAL FIREPROOFING 


STEEL FILING EQUIPMENT SAFES fliel 
OFFICE FURNITURE- SHELVING ag 
a on aera OHIO. 


NEW YORK - BOSTON — CHICAGO — WASHINGTON — ATLANTA —SEATTLE 
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This Bank The 
Gets Results First National Dank 
from Colma 1, 


Craddick Service South Dakota 














R. L. B. KEITH, Cashier, writes: “Our 

deposits are the highest they have ever been 

in the history of our bank’s business, and we 

attribute it to our method of advertising 
(Craddick Service) and our determination and ability 
to back up what our advertising says.” Regardless of 
the size of your bank you wil! find Craddick Service 
Advertising effective in obtaining and developing busi- 
ness for you. Ask for a proposal for your bank. No 
cost. No obligation. 


Crooaiak 


ADVERTISING SERVICE 


Employed by 534 Banks in 37 States 
1007 First National Soo Line Building 
SBS EMRPAR BAY OC LIS 
























Faultless 
Turning Post 
Ledger 





Showing 
“Non-Slip” 
Posts 





CAPACITY 
200 TO 1100 
ACCOUNTS 


[ 
DOES YOUR MACHINE POSTING 
and prevents slipping in center or sagging. 
within easy reach—increased speed. 


Showing 
2) 
BINDER CONTAIN THESE FEATURES? 
Cut No. 1 and No. 2— Turning Posts — oval shape and 
turning feature holds sheets securely when ledger is unlocked. 
Cut No. 4—Detachable Ratchet Bracket Stands— instead of 
Write for Circular T. P. B. 


Ratchet 
Sta 
Cut No. 3.—Non-slip Posts—special milling engages sheets 
cumbersome wood stand. Adjustable to any angle. Sheets 
STATIONERS LOOSE LEAF CO. 
New York Milwaukee Chicago 
Business Systems Company, Ltd., Toronto, Ontario, Canada 
Manufacturers and Distributors for Dominion of Canada 
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‘*“A to Z” in the New Bank Service 
By W. M. JACKSON 


HE other day Mr. Jones, a prosperous-looking 

manufacturer, walked into a large bank and said 
to the information clerk: “My name is Jones. I’m 
from Newtown. I want to talk to somebody about 
your services.” 

“You want to see Mr. ‘A’. Here, Boy, take Mr. 
Jones to see Mr. ‘A’.”’ 

ao 

“T need a New York connection,” said Mr. Jones 
to Assistant Cashier “A,” “but I’m afraid your bank 
is too big.” 

“By the way,” replied “A,” “‘was sorry to learn of 
the death of old man Smith—dquite a shock to the 
town, no doubt.”’ 

“Did you know him?" asked Mr. Jones, surprised. 

‘For a number of years. Had dinner with him on 
my last visit. Is your new post office finished yet?” 

“Say, exclaimed Jones, “I didn’t suppose there 
was a man in this bank that’s ever been to Grassweed. 

“Well, you see,’ said ‘A,’ "We have about seven or 
eight banks here instead of one—several officers in 
charge of each, who look after a certain territory, 
visit the towns, meet their friends, keep in touch with 
conditions. Hear you are going to have a good wheat 
crop in your section.”’ 

_ 

While this was going on a page placed a folder on 
“A's” desk. 

““[ understand you've had a very prosperous year, 
Mr. Jones—please accept our congratulations.” 

‘Thanks—I see you have a file on us.” 

“Yes, and on several hundred thousand others in 
this country and in nearly every country in the world.” 

“Then you can check up these names for me,” 


handing “A” the names of several prospective cus- 
tomers. 


“Glad to do it. 
few minutes.” 


I'll have the information here in a 


= re 

“| have had several orders from foreign countries. 
I don’t know much about foreign trade. Can you 
help me?” 

“Sure. Wehavea Foreign Trade Department that 
spends its entire time on foreign trade matters, 
doing everything possible to promote the foreign 
business of the United States in general and of our 
clients in particular.” 

a 

“This department,’ continued “A,” “keeps in 
constant communication with our branches, at each 
of which is stationed a commercial representative 
who sends in frequent reports covering a wide range 
of information and data of value to our clients.” 


— 

“That sounds good—any other way you can help 
me sell direct?” 

“Yes. We'll put your name in our Foreign Trade 
Directory printed in Spanish or Portuguese.” 

_— 

At this moment Mr. “'B,” head of the Foreign 
Trade Department, appeared. He told Jones how 
his department could help him. 

“I’m afraid | won't remember half of that,” said 
Jones when “*B” had finished. 

“Well,” said A, “Here it is in book form (taking 
book out of his desk) and a lot besides.”’ 

caitab 

“What do you think of my sending a man abroad 
to look over the field?”’ asked Jones. 

“Good idea. We'll furnish him with letters of 
introduction to our branches and correspondents. 
By means of them he can meet the people he wants to 
see, get credit information on them and secure much 
valuable data.” 

=) 

“Won't he need some traveler's checks or something 
like that?’ asked Jones. 

“Yes, we ll supply those.” 

acnilGads 

“Also a commercial letter of credit if he is going to 
make any purchases.’ 

— 


“In connection with our exporting, how can we 
finance this business?” 

“We'll collect your drafts for vou.” 

ten: 

“Or you can arrange for an Export Credit Line and 

get your money when the goods are shipped.” 
a ee 

“However, there are a lot of points that you 
should be informed on and I'll send for Mr. °C,’ 
one of our Foreign Department experts.’ 

“C”’ soon arrived and answered a lot of questions, 
described the preparation of all necessary docu- 
ments, etc. 

“If we get stumped on anything you'll help us out, 
won't you?” asked Mr. Jones. 

“Certainly, just write me.” 

a 

Mr. Jones began to feel about in his pockets. 

“Here it is,’ he said—‘*my income tax report— 
pretty hard nut to crack this year, isn't it? Have you 
got someone who can go over it?” 

‘Have a number of experts on tax matters. When 
you get through here I'll have a boy take you up.” 
oniilinn 

“And by the way, while you are up there if you have 
any investment problems or want to buy any high 
grade paper, they'll take care of you.” 
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Peoples Savings Bank, Sacramento, Cal. 


HESE blinds will give you 
complete control of sun- 
shine, heat, light and ventilation. 


Ask us for illustrated booklet, entitled 
‘‘Harnessed Sunlight for Banks’”’ 


| Western Blind and Screen Co. 


LOS ANGELES, CAL. Rigr Se KANSAS CITY, MO. 
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‘There /s 
A Better Way— 


Of Recording and Registering 
All Notes and Loans 


Jemee F. Anglebrock | 









913 Ss. 12tn ot 
City 











Ilustration shows but a 


section of the form. Each form 
accommodates entry of five notes. 


It Lies Through the Use 


of the 


“One Operation” 
Note Register 


The Simplified System That Assures Perfect 
Accuracy, Legibility and Satisfaction 
FIRST—It positively eliminates the 95% of errors that 


accountants agree are due to copying — and furnishes a 
clearly typewritten permanent register. 


SECOND—It furnishes a Notice, ready for filing accord- 
ing to due date, that automatically comes to the front ready 
for presentation. 


THIRD—It furnishes a Tickler, also filed according to 
due date, that in its turn furnishes a double check and work 
ticket, Note with Notice and Note with Tickler. 


FOURTH—lIt furnishes an Endorser’s Liability Record, 
for filing alphabetically— 


FIFTH—It furnishes a Maker’s Liability Record—Also 
filed alphabetically, bringing each individual’s total liability 
to one placement in each file. 


And it does it in ONE OPERATION! 


Write for our Booklet — It Explains the Whole System in 
Detail. We send it FREE for the Asking—Postpaid. 


The Union 
Savings Systems Co. 


**Good Things for Banks’’ LANCASTER, PA. 


Canadian Distributors: Business Systems Ltd. 
TORONTO, ONT., CANADA 
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“T don't want to buy any just now but I've got 
some bonds here that I'd rather not have to fool with.”’ 

‘Suppose you let our Customers Securities Depart- 
ment take care of them for you. They'll look after 
them as they do our own.” 

“Thanks, I'll do that.” 

~~ 

‘Now about this account—I have to borrow some- 
times. Can you take care of me?” 

“T think so. When we extend a line of credit we 
will always lend up to the limit agreed on, at the fairest 
rate prevailing at the time the request is made. Only 
we expect you to clean up once a year. 

_, 

“T would want to do that anyway. 
interest?” 

“Yes, 2% on average balances of $10,000 or above, 
interest credited monthly.” 

= 

‘Another thing,” said ““A’’, “If you ever want us to 
buy some acceptances or other paper for you we'll 
be glad to do it, charging your account, and 

Se 

“Then you can pass your collections through us for 

your credit.” 


Do you pay 


—, 
‘I’ve seen some of your publications from time to 
time. Can you put me on your mailing list for these?” 
“Be very glad to. We'll send you our Monthly 
Economic Bulletin which is very widely read and 
appreciated.” 
es 
‘And also our Foreign Trade Bulletin, which will 
keep you up to date on foreign trade matters.” 
es! * sail 
“In addition, you'll probably enjoy our special 
booklets on important subjects, addresses of our 
officers, etc.” 
= 
‘Also our weekly Foreign Trade Record, compiled 
by our Statistician.” 
— an 
“Well,” said Mr. Jones, “I don’t want to be hoggish, 
but my wife is going abroad soon. Can you give her 
some letters?” 
“Certainly. 
will visit.” 


Just let us know what countries she 


— =e 
“And in addition, we'll see that she gets the assist- 
ance of the Travel Bureaus at our branches and 
agencies. They ll give her information in regard to 
routes, hotels, railroads or steamship lines, secure 
accommodations, and in fact do everything possible 
for her convenience and comfort.” 
a 
“[ think I'd better be going,” said Mr. Jones. 
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And now 


here is a BLANK Book 
that 1§ more efficient! 





OU can keep your mind right on your work—all the time—when you use 


a Mann Blank Book with the famous Manco Guards. The book never 


bends or rolls up. The pages never ‘<flop’’ over. They lie perfectly flan— 
smooth—with every inch of surface available all the time. 


e NManco Guard BLANK Books 


are the result of over 70 years of experience in Blank Book manufacture. They 
represent the utmost in quality and workmanship that can be put into a blank 





book. 


PHOTOGRAPH (not re- 
touched) shows Mann 
Blank Book used in the 
Tradesmens National 
Bank, Philadelphia, Pa., 
in which Mann Blank 
Books, Loose Leaf Led- 
gers and other products 
have been in use for over 
twenty-five years, 











And this supreme quality typifies every Mann product: 


Blank Books—Lithographing —Printing —Engraving 


Information and literature on these or other products supplied on request. 


WILLIAM MANN 


Rew York Offices: 261 Broadway 


Office Stationery and Appliances 


COMPANY 
PHILADELPHIA 
FOUNDED IN 1848 























“If you are ever out our way | want you to see our 
plant. Installing a new cost accounting system. 
Some job, too.” 

“In that case,” replied ‘‘A’’, “I'll bring a long Mr. 
‘D’ of our Industrial Service Department. He 
should be able to assist you. Helps our clients out 
on all kinds of problems having to do with 


e 
«,6 


cost accounting, production and similar problems.” 

“Goodby, Mr. ‘A’,” said Mr. Jones. ‘‘ There'll be 
a check in the mail for you in a few days.” 

Mr. Jones kept his word. It was a very good sized 
one, too. 

““T do not see how you do it,”’ he wrote, ‘But it seems 
to me that yours is the cheapest service I ever bought. ° 
e 


& 
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How to Bring up a Family- Bank 


ATHERINE L. SMITH can cook. Her bank's 
board of directors are well aware of the fact and 
they won't let her forget it. Still, she has nobody to 
blame but herself (if anybody is to be blamed in the 
matter), for she volunteered once to prepare a dinner 
for the board—eleven years ago, to be exact. 

Further explanation would be superfluous. Suffice 
it to say that the members of the board of the United 
Banking & Savings Company, of Cleveland, O., hold 
a record for attendance at board meetings. They 
have held it for eleven years and Miss Smith is the 
reason why, or one of the main reasons. They liked 
the original sample, the directors did, so they placed a 


permanent order, and ever since that time the direc- 
tors—there are twenty of them now—have gathered 
around the table at noon once every month and con- 
sumed with a great deal of enjoyment the culinary 
concoctions that came out of Miss Smith's idea of 
what a regular meal should be. There could be a lot 
of formality about this monthly dinner, for the bank 
hires a high-class chef and maintains a dining room 
service for its employees. But the board didn't 
contract with Miss Smith for that kind of a meal. 
Change of cooks, they ruled, would spoil the broth. 
So on board meeting days, Miss Smith (she has been 
supervising and not actually cooking in recent years) 
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Not Incorporated 





“THE FALLS BANK DESK COMPANY 


Patents of A. S. Falls, 


Send for list of banks using these desks 


and Increase Efficiency 


OMBINATION BOOKKEEPER’S DESK. 
The bookkeepers stand to assort, and sit 
to record their work. The top is held up 
and released automatically. 
This Style, No. 2, 2 feet 2 inches by 5 feet 6 inches; 
41 inches and 43 inches high, particularly built for 
use with the Burroughs 11 or 13 bank machine, 
having a 12)4-inch carriage. 
Where necessary, our No. 2, two-light electric 
fixture should be used. 
We build combination desks to fit all bookkeeping 
and calculating machines. Detailed information 


will be given if you write us and state style of 
machine you are using. 


Use “THE KEEPER” 
To keep the cage doors locked 
















Architect, Chicago 














gives the high-class chef a vacation and brings in her 
own personally endorsed cook for the day. A table 
especially made for these occasions is unfolded and set 
up in the directors’ room and the food is brought on 
piping hot from the range. It reminds the board of 
the things that “mother used to make,’ served by the 
girls in the bank, and the affair, in fact, is more like a 
big family gathering than a meeting of dignified 
business men. 

Katherine L. Smith, now trust officer and in charge 
of advertising, has a record of these dinners for the 
directors for many years back and she still takes a 
great deal of pride in setting a table that they are 
eager to put their feet under. As she says: “We are 
just like a big family here, anyway.” 

Every year in January the stockholders’ meeting is 
a sort of family social gathering when the 400 of them 
assemble in a hired hall in the neighborhood for a 
dinner, also served by the girl workers in the bank. 
In the summer time the bank is the host of its stock- 
holders at the annual picnic. Before the last increase 
in capital stock from $500,000 to $1,000,000, the 
carrying out of the plans for these events was com- 
paratively simple, for there were only ninety holders 
of the stock. But “the more the merrier,” say the 
officials, and the plans proceed as usual. 

The largest bank on the west side of Cleveland, the 
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United Banking & Savings Company, has been in the 
locality, at West Twenty-fifth and Lorain Avenue, 
for thirty-three years. Established in 1886, it has 
always been a neighborhood bank, endeavoring to 
fulfill a real need in the community. Sixty per cent 
of the last increase in capital stock was absorbed by 
the then stockholders and the remaining 40 per cent 
“placed where it would do the most good’’—among 
those who, it was believed, would take a genuine 
interest in the institution. This has been the policy 
in all of its stock distributions and the growth to 
$16,000,000 in assets has justified that policy and also 
the bank's attitude of friendly helpfulness to the 
neighborhood. Most of the employes hold stock. 

Every spring the bank sends out 40,000 packages 
of flower seeds—sweet peas, asters, nasturtiums and 
poppies—to help beautify the community. 

Last Christmas one of the stockholders, commis- 
sioned by the bank, went on an automobile scouting 
tour through the countryside. He brought back a 
Christmas tree like those which childhood memory 
recalls, far superior to any purchasable in big city 
markets. It was set up in the neighborhood's square 
that the bank overlooks and was decorated in the old- 
fashioned way. Around the tree on Christmas eve, 
the bank and its neighbors joined in community 
singing. 
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Getting Away from Built-to-Order Work 


The Selection of Bank Equipment from 
a Stock Line Offers Many Advantages 


HE rapid development of the 
Van Dorn metal furniture line 
has made it possible for the largest 
and finest equipped banks to choose 
their steel furniture, filing cabinets 
and storage shelving direct from 
the Van Dorn stock line rather than 
plan and specify built-to-order work. 
The selection of bank equipment 
from a stock design offers many 
advantages, which are rapidly be- 
ing recognized by architects and 
bank officials. 

The quality and appearance of 
the Van Dorn stock line is equal in 
every way to made-to-order work. 
In fact, the standardization neces- 
sary to large production insures 
greater accuracy in construction. 
The saving over built-to-order work 
is a big item as costs range any- 
where from 25 to 50% under that 
of specially built equipment. There 
is no delay in installation as the 





completeness of tne stock line in- 
sures the immediate delivery of 
steel equipment to fit any need. 

Additional equipment can be 
had, promptly, as needs arise, and 
matched in the same standard de- 
sign and finish, as the style origi- 
nally adopted. 

The various units have been 
carefully studied and planned to 
meet bank requirements and to 
accommodate every bank record, 





Sectional Filing Omnibus 


including enecks, vouchers, deposit 
slips, ledger sheets, pass books, 
signature cards, bonds, stock and 
ledger books. 

Check drawers are designed to 
allow for the many variations in 
check sizes. 

The Van Dorn sectional omnibus 
is a convenience that banks have 
been quick to adopt. 

It is easily and inexpensively 
built by selecting the desired filing 
sections and assembling them on a 
standard stock line wheel base. 
This filing truck, put together by 
the use of standard interlocking 
sections, will give service equal to 
the heaviest built-to-order bus and 
has the added advantage of being 


easily rearranged or changed at will. 

The bankers’ roll top desk illus- 
trated here has some new ideas that 
add greatly to the convenience of 
the bank execu- 
tive. Itisa 
typical example 
of the extent to 
which each piece 
of standard 
equipment has 
been planned 
and perfected 
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to meet its 

special need. 

along ae Check Deposit 
The desk File Slip 


File 
drawers are 


adaptable fortheorderly filing of pri- 
vate card systems. The top drawer 
will accommodate trays for 5x3 cards, 
the second drawer trays for 6 x 4 cards and 
the lower drawer for 8 x 5 cards. The lower 
drawer on the right side is a vertical letter 
file. The second drawer has compartments 
for supplies. A locker with Yale lock is 
conveniently placed in the roll-top interior. 

The writing surface of the desk is of 
battle-ship linoleum—easily cleaned. 

Van Dorn metal furnishings are usually 
finished in a baked olive green enamel, 
a tone which harmonizes with all sur- 
roundings but the choicest wood grains 
and finishes can be specified at small 
additional cost. 

Bank officials will find the Van Dorn 
catalog illustrating the complete line of 
steel office furniture and filing equipment 
a valuable reference in planning bank lay- 
outs. Mailed on request. 


THE VAN Dorn IRoN WorKs COMPANY 
Established 1861 CLEVELAND, OHIO 
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THE UNIT IDEA 
WITH THE POSTING MACHINE 

















The Barnard “Security” 
Combination Unit 


A one-man combination designed to co-operate 
with and increase the efficiency of human efforts 


THREE IN ONE 
1. The Barnard “Security” Ledger Sheet Steel Cabinet (Patented) on 
top, for your active accounts—ledger, statements, or both. 


2. Single Section Steel Transfer File at bottom for all inactive or dead 
accounts. 


3. The Barnard “Security Combination Stand, adjustable to any height 
from 24 to 36 inches, readily wheeled from desk to vault, or made 
stationary on fixed legs. 


The theory of compactness put to the 
practice of economy 


Prices and descriptive catalogue on request 


sais 
The Geo. D. Barnard Company 


SAINT LOUIS, : : : ; : MISSOURI 
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One Bank House Organ-And Why 
By FRANK T. NYE 


Cashier First National Bank of Northboro, Northboro, Iowa 


hat is the matter with that Wireless rig?” 

This question was put at us one morning by a 
farmer customer of the bank, and we found that his 
plate in the addressograph had been inadvertently 
mislaid, and he had missed two copies of The Live 
Wireless, our bank house organ. 

“If my subscription is lagging,” he continued, ‘‘! 
will pay a year ahead right now.” 

That incident illustrates the attitude of our custom- 
ers towards our bank house organ. Of course the 
publication is mailed out free, as it enables us to 
cover the territory on an efficient basis, and put our 
messages where we want them to go. 

Take a little berg of say 250 people, but with a 
rich agricultural territory adjoining the town, with 
three towns within a radius of six miles, each sup- 
porting two banks, and a newspaper each, and our 
town without newspaper publicity, and you have the 
situation we were in, when we decided to get into the 
advertising game. 

The result was a house organ, The Live Wireless, 
published monthly, and the opening of a publicity 
department for the First National Bank, of North- 
boro, la., which department is accounting for some 
interesting and profitable undertakings in the bank 
and community, for we are of the opinion that a bank 
cannot live to itself alone, and in these strenuous 
days of readjustment, no institution in this country 
will continue to pursue the even tenor of its ways. 
In fact, we believe that the matter of even tenor has 
been largely eliminated in these days; it is more apt 
to be a lively skirmish to get there first, scattering 
the most service on the way. 

The first edition of The Live Wireless had a circu- 
lation of only 300, and was twelve pages and cover, 
while the last one was twenty-four pages and cover, 
and 700 were mailed out. The publication is prac- 
tically self-supporting, but we have to refuse payment 
for the publication from our customers, who will 
insist on paying for it. 

The Live Wireless consolidates our advertising 
propaganda. It enables us to keep in touch with the 
bank's customers, bringing to them monthly our 
various angles of service, and enabling us to spread 
educational propaganda, and to eliminate vexatious 
problems that every bank has. By educational mes- 
sages in The Live Wireless, we have practically elimi- 
nated the overdraft nuisance. All our customers 
wanted to know was the reason for discontinuing a 
practice that had been granted for many years. Fifty 
old style safety deposit boxes were replaced with 
200 modern boxes, and all of them rented. Many of 
our customers now bank by mail, a service that we 





have emphasized in our house organ, we paying the 
postage, and the customer saving the time. 

The Live Wireless is a vehicle of self-expression, and 
a conveyer of good will. We make it human and in 
sympathy with the spirit of the community. 

We boosted for the Community Club, and through 
its efforts the community was provided with elec- 
tricity, and many of the farmers now have this power 
in their buildings. 

The character of The Live Wireless as to engraving, 
printing and photography, is of the best, as we are 
able to command better advertising rates from mer- 
chants of near-by towns, who insist on having space 
in it, and being the vehicle of conveying messages 
from the bank, we feel that nothing in the way of 
make-up is too good for this job. This advertising 
assists in making the publication nearly self-support- 
ing. We have several department headings, such as 
‘““A Banker's Bunch of Keys,” ‘‘Once-Told Tales,” 
which consist of humorous and personal incidents 
about our local people. And for a while we started 
biographies of some of our leading citizens, believing 
that they and their friends would prefer to see this 
stuff now, rather than doled out later to a group of 
sympathetic mourners. We recently distributed 1000 
lead pencils throughout the territory, using The 
Live Wireless largely as a medium of organization 
for this job. 





Stricken Europe= Her Financing 
(Continued from page 8) 

such appeals (to investors) have been outlined during 
the month by bankers of prominence and include 
the plan of distributing as widely as possible the 
obligations of a corporation formed for the express 
purpose of financing the trade. The working, or 
technique of the operation is now a matter for the 
immediate future and one in which the banking 
community is directly and pre-eminently concerned.” 

Indeed, the first American investment trust, pat- 
terned after the lines of the British companies that 
have been so influential in fostering England's foreign 
trade, has recently been incorporated in the ‘Foreign 
Bond and Share Corporation.” This corporation, in 
which are interested a large number of the most 
prominent bankers of the country, is, no doubt, the 
forerunner of other corporations that will in the future 
be formed and set in operation in order to show us 
Americans how to play the foreign trade game—and 
make it pay; and how our apparently “favorable” 
trade balance may be converted into an actually 
“favorable” one, thus helping not only ourselves, but 
Europe and the commercial world generally. 
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Light on the Work 
Lightens the Work 


Burroughs Adding and Bookkeeping 
Machines often have to be used in dark 
rooms or on dark days. They can’t save the 
labor they’re intended to save unless you can 
see to operate them efficiently. The way 
to get efficient light on the work is with the 


IVANHOE 


ost-o-Lite 





Ivanhoe ‘‘Post-o-Lite’’ relieves the operator from 
eyestrain, often serious, due to the difficulty of reading 
items (frequently handwritten) from the posting 
medium. Good light also insures correct reading and 
greater accuracy. Increased visibility likewise increases 
speed—gets more work done in less time. The ability 
to control the light absolutely at will makes the 
machine available anywhere, any time—on dark days, 
in dark rooms and at night. 


The Ivanhce ‘‘Post-o-Lite’’ is finished in either black 
or nickel. It is a permanent, non-breakable fixture, 
made entirely of steel, readily attached by the operator 
tothe stand of the machine, requiring only the tighten- 
ing of one locknut. It will be a handsome addition to 
your Burroughs equipment besides making the Bur- 
roughs twice as usable. Price, black $11.50, nickel 
$15.00, net, with eight feet of cord and plug. Manu- 
factured and guaranteed by The Ivanhoe-Regent Works 
of General Electric Company, lighting engineers and 
makers of modern lighting equipment. 


Ask for demonstration 


POST-O-LITE SALES COMPANY 


General Sales Agents 


69 State Street Detroit, Michigan 


ADVERTISING SECTION 





SS 









ADVERTISING SECTION 


() Adding ~Bookkeeping— Calculating @ Machines 
Durroug 
34 ©. 





Fourteen Years of Transit Accuracy 
In The National Shawmut Bank of Boston 


Boston, obtains accurate daily balances and a double check on 
all its figure work by using Burroughs Figuring Machines. 


The volume of work in this one department is so great that more than 
fifty machines are kept busy grinding out these reliable figure results. 


T oe Transit Department of The National Shawmut Bank of 


For more than fourteen years—or since 1905—the figuring in the Transit 
Department of The National Shawmut Bank of Boston has been 
speeded-up and accuracy has been insured by the use of Burroughs 
Machines. In that time they have met every test of durability, stood up to every 
standard of reliability. Todaythe work of entire departments is handled by machinery. 


Thousands of other banks throughout the world also are availing themselves of the 
labor-saving, speed and accuracy advantages of Burroughs Machines. More than 


a hundred different models are made, one or more of which will fit the demands 
of your figure work. 





ce 









“In the work of the transit department one fact stands 
out which will not allow contradiction, namely, that 
the modern adding machineis an indispensable asset.” 

CHAS. L. ODELL 


(Manager of the Transit Dept. The National Shawmut Bank of Boston) 





IFTY Burroughs Machines in the department of which Mr. Odell is the head 


greatly facilitate the accounting in this intricate branch of bank figure work. 


The department is divided into the following divisions: Check Tellers, Boston 
Clearing, Foreign Clearing, Transit, Mailing and Acknowledgingand Coupon Collecting. 


Items in transit are first assorted according 
to the location of the bank on which the 
paper is drawn. After totals have been 
proved against the total credits on the proof 
sheets they are given to the clerks in charge 
of the filing racks. Each rack represents 
the banks carried in one bank ledger. 
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The total of each rack is listed by a rack 
man on a printed form that contains the 
names of all banks to which itemsare sent. 
The total of this sheet must agree with the 
total of all items he has handled. The 
total of all sheets is carried in the general 
books of the bank as items in transit for 
that night, and the next morning these 
sheets go to the proper bookkeepers in 
charge of accounts with different banks. 
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CREDIT 


+ RESERVE BANK OF BOSTON 
SHAWMUT Bank. Boston 


CREDIT coy creme 
FEDERAL RESERVE BANK OF BOSTON 
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In all the work of the transit department 
Burroughs Machines are used, the differ- 
ent transit models being applied to the 
classes of work for which they are par- 
ticularly adapted. 








Transit letter forms used by The National 
Shawmut Bank of Boston. Thetwo forms 
shown at the top are letters direct to cor- 
respondent banks, those at the bottom are 
for collection through the Federal Reserve 
| Bank. In all forms the state or city and 
bank numbers are posted in red at the left 
and the amounts in black in the second 
columns. All transit posting in The 
National Shawmut Bank of Boston is done 
on Burroughs Machines. 


The volume of figure work in this depart- 
ment is so great it could not be handled 
without mechanical adding devices. Bur- 
roughs Machines fit any figuring demand 
and besides guard against the human ele- 
ment of fallibility. 





It will pay you to get in touch with the Burroughs 
representative nearest you and have him demonstrate 
the machine best fitted to your work. 
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Member Federal Reserve System 


The St. Joseph Valley Bank 


JOHN W. FIELOMOUSE,PResicent 
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and the Government 
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u = hoe upen the Government 








Bec suse of tts strength and poston mn the 
Fenescanl 2 ot worthy of your a «ment 


bt. Joseph Valley Bark Ree 


Addressograph Company, 
901 W. Van Buren St., 
Chicago, Illinois. 


a 





Gentlemen: - 


ae 


In addition to being a business-getter by speeding 
up and eliminating waste in our Direct Adver- 
tising, we find that our Addressograph saves 
hours of time and prevents costly errors in 
filling in names, addresses, dates, symbols 
and special data on many record-keeping forms 
used in our bank. 


Any financial institution, large or small, that does q 
not have an Addressograph System, is overlooking 
@ most valuable asset. 


Yours very WA 
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PRINTS FROM TYPE 





Chicago New York 
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“When it was installed 


our troubles ceased—” 


The Continental Trust Company of Washington, D. C., is another 
bank which has found the L. B. Card ledger of inestimable value in 
handling individual ledger accounts. After reviewing their experi- 
ence with another type of ledger, they say :— 


‘‘A change had to be made. We arranged with you for the installation of the 
Library Bureau card ledger, mechanically posted. It took time to get it, but when it 
was installed, our troubles ceased. 


‘¢The cards are in trays which move easily on rollers, requiring no lifting what- 
ever. They are convenient for both the eye and the hand. 


‘¢The offset feature is well arranged. Then the overdraft signals —how necessary 
they are and what an improvement over the old method of keeping track of them! 
Of course, no banker approves of overdrafts, but they do happen. 


‘¢ Your system has been used since October 1, 1918. A constant improvement is noted 
in the work, and we wish to express our appreciation of your services and co-operation. ’’ 


Write for sample forms and folders :— 
Banks 


12667-M 





Commercial 


. 12687-11 and 7318-M 


Card and filing Filing cabinets 





systems Founded 1876 wood and steel 
Boston New York Philadelphia Chicago 
43 Federal street 316 Broadway 910 Chestnut street 6 N. Michigan ave. 
Albany, 51 State street Des Moines, 619 Hubbell bldg. Newark, N. J., 31 Clinton street Washington, 743 15th street, N. W. 
Atlanta, 102 N. Pryor street Detroit, 400 Majestic bidg. Pittsburgh, 637-639 Oliver bidg. Worcester, 716 State Mutual bldg. 
Baltimore, 14 Light street Fall River, 29 Bedford street Providence, 79 Westminster street 
Birmin ade 1724 Jefferson County Hartford, 78 Pearl —_— Richmond, "1223-24 Mutual bidg. 

Bank b Houston, 708 Main street ouis, 223 Boatmen’ 6 Bank bidg. Distributors 
Bridgeport, $iCity SavingsBankbldg. Indianapolis, = peeree Soak bidg. t. Paul, 116 Endicott arca San _rensions, F. W. \ lana & 
Buffalo, 508 Marine Trust Co. bidg. Kansas City, 215 Ozark bidg. Scranton, 408 Connell bide (Os 580 Market stree 
Cleveland, 248 Superior arcade Milwaukee, 620 Caswell block Springfield, Mass., Whitney bldg. Angeles McKee ‘Hughes, 
Columbus, 20 South Third street Minneapolis, 428 Second avenue, South Syracuse, 405 Dill: aye bldg. cific Electri + 
Denver, 450-456 Gas and Electric bldg. New Orleans, 512 Camp street Toledo, 620 Spitzer bidg. Parker Bros., on eld street 

FOREIGN OFFICES 





‘London Manchester Birmingham Cardiff Glasgow Paris 


























WHICH? 


Here are three business office 
forms: No. 1 is poorly writ- 
ten by hand; No. 2 nicely 
written by hand, and No. 
3, machine w ritten. 


The first was hard to read; 
the second hard to get; the 
third easy to read and easy to 
get—the scientific solution of 
a vexing problem. 
Consideringaccuracy, legibil- 
ity and economy, you would 
immediately choose the 
machine-written form of pre- 
senting data or records. 
Machine bookkeeping is 
here to stay. Big banks and 


business houses will never go 


back to the old methods. 


The use of Baker-Vawter 
binders, leaves and racks is 
your assurance of successful 
machine bookkeeping opera- 
‘tion. Thirty - one years of 
experience in this line place 
Baker-Vawter in a unique 
position to serve you. 

A Baker-Vawter representa- 
tive will be glad to study your 
department problems with 
you. Hewill cometo you not 
primarily to sell goods, but 
to advise and assist you. 


BAKER-VAWTER COMPANY 


Manufacturers Loose Leaf & Steel Filing Equipment 


FAcToRIEeSs 


Benton Harsor 
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